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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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FINANCIAL STATEMENT 


DECEMBER 31, 1921 
ADMITTED ASSETS 





MIM OMNA G2 02a Sas vee ea daa e eee oe kak cvadleecea $896,517.61 
Mortgage Loans (First Lien)........ccccccccccccccccccccccs 4,108,612.42 
NRTMIBD oc o oyaainc < vinca cisloc/wtinis cess Rlkad acaeweceer 1,000.00 
Loans Made to Policyholders (on this company’s Policies)..... 1,108,944.47 
SUES Na enlace are oFininc FC aeeRENE COWS CRCCEEENe OSE Tenesome 3,536,822.42 . 
MRIUMOMEN Noosa oo ment tes CoG N ON aioe teen ea 1,463,977 .37 
MOR TCD. aos cook oo noconococ ceed oawekSadeses 6,908.28 
ETM ROR ARRON go. cin eie's oidlare sale bu secs emdeeees 237 661.04 
Deferred and ba: py od eee Redabsccsedcsusesesoenas 221,099.86 
(e388 
A cas nce csi ve dnian sunonsiune 498.95 
MERA ARSON are occ wate saeiesicawescasad nese ees $11,672,936.92 
LIABILITIES 
Net Reserve, American Experience. .......scecececccecececs $9,261,807.63 
(3 and 344 Per Cent) 
Special and Contingent Reserves. ..i.ccccceccececcecccecces 204,251.00 
Reserves for Death Losses in Process of Adjustment or Adjusted 
RIEMEMNN 5 cnc crise censor dncce cores cacteececes es 105,608.25 
SENOPIIOE ONO: veins c.6:sisiciice vies ebo deieiduKaciaciveseckeccee 129,129.51 
Le EEE SSS a OI SS BE Ge eRe ET EST TR A 158,244.72 
WMMIMIEN sc osc nce een k vadecerccoceen soe $500,000. 
MME 5c. ce i nece edasicccas secon woucaa 243,252.00 
DUStLivivececsecunweebeces 6 Oeesiasaeeeeed 1,070,643.81 
Surplus to Policyholders........scccccsccccccccccsccceceecs 1,813,895.81 
Ms TDA NTI I os cc ccceccncccveccerececsscee $11,672,936.92 
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ENTERING NEW TERRITORY 


This Company will enter a number of 
Southern States in 1922. 


Its Annual Statement for 1921 


Its Double IndemnityZand Waiver and Annuity 
Clauses 


Its Free Health Service for Policyholders 

Its thoroughly modern policy contracts 

Its training course and circulating library for agents 

Its pension plan for the agent’s family 

Its unusual General Agent’s contract 

Its practice of rendering real personal service 
PROVE THAT IT IS GOING AHEAD! 


For a direct contract with the Home Office 


Address 
W. CASWELL ELLIS, Agency Manager 


SOUTHEASTERN LIFE INSURANCE CO. 


Established 1905 
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$157,699, 773.00 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their? 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button} 
and men spring to do their bidding. In factory or office, in industry or finance men scorn they 
need of protection. ‘The lesson of life insurance must be driven home to them. Never is it sought’ 
over the counter, but always it must be sold. And because it takes big strong men to meet other? 
big strong men, life insurance presents big opportunities. a 


No so many years ago the life insurance business was considered a place for the derelicts of 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends, 
But to-day the business of life insurance looks for successful men of affairs. The life insurance” 
agent of this day and age must be a man of vision. He must bea fighter. He needs brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must} 
be a well-dressed and polished man of the world. In fact he must have every qualification neces’ 
sary to a big business executive. To such men the business of selling life insurance does indeed} 
offer wonderful opportunities. For such men there is no business offering greater independence 
and larger income than life insurance. q 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts+) 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, if 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perf ect, 
Protection policies give to their owners the peace of mind that comes from the absolute knows : 


ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com# 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 4 


The RELIANCE LIFE INSURANCE COMPAN 


of PITTSBURGH, PENNA. 














I'ne Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 
at the Postoffice, New York, N. Y., uuder the act of March 8, 1879. Tae Spectator, Volume CIX, Number XXIII, December 7, 1922; $4.00 per annum. q 
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NATIONAL CONVENTION OF INSURANCE 
COMMISSIONERS 


] roposed Donaldson Bill and Recommendations of the New York 
Commissioner Are Features of the Morning Session 


slopes of the 
towering 
farm 


ROM 
Adirondacks, 


beyond the wooded 
under the 
from the 
from the 
bot- 


from 
shadows of the Rockies, 
lands of the Middle West and 
sun-scorched soil of the Arkansas 
toms the Insurance Commissioners of the 
United States traveled to attend their an- 
Hotel 
nine- 


convention at the 
York city. By 


nual mid-winter 
pastor in that Mecca of the east. New 

Monday morning the early arrivals began to appear on the 
pseene; one by one and two by two the groups congregated, un- 
@ilan hour later saw the marbled lobby of the hostelry a place 
pwhere hands met, cigars appeared, 
Papers rustled and the first shot of conversational warfare had 
meen fired, to he joined in by a rattle of words and a clash of 
ppentences. The crisp speech of the Easterners, the cultivated 
ijet business-like enunciation of the New England States, the 
“arefully-worded phraseology of the middle counties and the 
Pleasant drawl of the South mingled in a harmony of sound 
Which typified America and American enterprise. Here the 
ormalities of introduction held men in easy converse, there 
ie saw the hearty greeting of old friends, and underlying it 


coats were sloughed off, 


was the seriousness of the purpose which brought them 
find the responsibility with which they These 
fen realized the sov ereignty of the States they represented and 
Beran to the nation at large of the industry with which 
u Hey Were identified, an industry whose monetary value alone 
will total upward of fifty billions of dollars this year. 
’ The College Hall on the eighth floor of the hotel was the 
Doint of contact and Tuesday morning the chairman’s gavel fell 
Presided over by 


were vested. 


ang the business of the session commenced. 


Platt Whitman, Insurance Commissioner of Wisconsin, the 
house fell into a silence broken only by the voices of the dele- 
gates answering to their names as they were called by the secre- 
Joseph Button of Virginia. To promote 


tary and treasurer, 
regard to insurance laws and 


co-operation and harmony in 
practices throughout the various States is the primary function 
of the body which has been named the National Association of 
Insurance Commissioners and, by the shortest possible routes 
and the most expeditious methods, it set about striving for 


that end. 
LAWS AND LEGISLATION COMMITTEE REPORT 


o a call for committee reports from the chairman 
chairman of the committee 
whose influence has 

Point by point he 


In reply t 
of the meeting, Burton Mansfield, 


on laws and legislation, and a man 


marked many such a gathering, arose. 
enumerated the considerations which had been referred to his 
committee and, in a voice which carried the man’s own per- 
sonality to his hearers, 
Among the matters he disposed of and which 


stated the action which had been taken 
in each case. 
were of interest to the State commissioners and to the insur- 
ance companies were the following: A recommendation to the 
various States that their laws on that phase of insurance bear- 
ing on the statements of insurance companies be amended to 
r the filing of such annual statements on or before 
each year; a motion to request that the com- 
whose reference to the preliminary term method 


provide for 

March 1 of 

missioner 

had provoked such controversy on the subject be permitted to 

withdraw the reference; and the statement of this committee 

that its members favored the supervision of insurance rates and 
(Continued on page 27) 
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HOMICIDE RECORD FOR 1921 


Most Appalling in History of Cities 
Where Data Are Available 
RATE ROSE FROM 8.5 TO 9.3 PER 
100,000 OF POPULATION 


Memphis Still Maintains Highest Rate— 
Hartford Has Lowest, with Milwaukee, 
Boston and Rochester Following 
in Close Succession 


By Dr. Frepertck L. HorrMan 


Consulting Statistician, The Prudential Insur- 
ance Company of America 


The murder record of 1921 is the most ap- 
palling in the history of the twenty-eight cities 
for which the data at the present time are avail- 
able. The record makes a glaring contrast to 
the assurance of those who, in pre-prohibition 
times, assured the country of the salutary effects 
of the suppression of the liquor traffic upon the 
rate of homicidal frequency. Likewise, the in- 
fliction of the death penalty seems at best to 
have but a slight effect as a deterrent to the 
homicidal mania, which remains as the greatest 
blot upon the civilization of the United States. 
For, looked upon from every point of view, our 
national murder record confirms the outstanding 
fact of our national indifference to the laws of 
the land, and a contemptuous disregard of the 
Christian commandment that “Thou shalt not 
kill.” The reckless killing of human beings 
goes on at a pace in excess of our population 
increase, while at the same time there are 
abundant reasons for believing that the punish- 
ment for capital crimes, or of those guilty of 
the greatest of all offenses against the person, 
is now more lax than at any time in our history. 

In the Sunday issue of the Boston Herald of 
November 12 is a whole-page article devoted to 
the subject of “Famous Murders in This State 
That Remain Unsolved,” and conspicuous pub- 
licity is given to twelve murders in which no 
one was held responsible or convicted. The 
paper raised the question, ‘““Who killed Officer 
James A. Preston of the Wakefield police 
force?” And “Who killed the Joyce children?” 
“Who killed Sarah Maria Cornell?” “Who 
killed Charles Lane of Uphams Corner ?” “Who 
poisoned Admiral Eaton?” etc., followed by 
the statement that “Out of the silence of the 
On the blotters of the 
The re- 


years there is no answer. 
police there is no story of conviction. 
ports of medical examiners are all an unfinished 
story, to which there is never an end.” 

A similar record could be compiled for nearly 
every other State, although much credit is due 
to the proverbial Jersey justice, for a mur- 
der record considerably below the average, al- 
though, curiously enough, not as low as the 
corresponding record for the State of New 
York. It does not fall within the province of 


this discussion to enlarge upon the perplexing 
details of the administration of justice, nor 
the frequent miscarriage of judicial efforts to 
provide a punishment adequate to the crime, but 
the Bar Association may be quoted as an au- 
thority on the conclusion that much remains to 


be done to improve our judicial procedure, to 
the extent that punishment shall be more swift 
and more certain in cases in which the evidence 
seems sufficient to justify a conviction. 

During 1921, in twenty-eight cities with a 
total population of 20,558,770, there were I910 
cases of murder, equivalent to a rate of 9.3 per 
100,000 of population. In 1920, the record stood 
at 8.5, while during the five-year period ending 
with 1920 the average rate stood at the same 
figure. Table I gives the aggregate population 
and deaths from homicide for twenty-eight cities 
by single years, together with the rates per 
100,000 population, showing clearly the per- 
sistent upward trend of homicidal frequency 
from 5.1 at the beginning to 9.3 at the end. 
These rates represent deaths officially recorded 
by local registrars as having been due to homi- 
cide. They fall short of the truth, since, to an 
increasing extent, the facts or statistics are 
confused, leaving a question of doubt in the 
classification as regards deaths attributed to 
suicide and accident, but that were possibly 
homicides. Until the country concerns itself 
more seriously with this question and perfects 
its methods of inquests through a system of 
qualified medical examiners amplified by judicial 
statistics under joint State and Federal author- 
ity, the present inadequacy of facts and in- 
formation must continue, and with it the la- 
mentable loss of human life and the vanishing 
sense of security to which every citizen has an 
inalienable right. 

Table II gives the homicide rates of indi- 
vidual cities for two quinquennial periods and 
the year 1921. According to this table the 
homicide rate increased in seventeen of the 
twenty-eight cities during 1921, when compared 
with the preceding five years. The highest rate 
for the year is again maintained by the city of 
Memphis (56.8 per 100,000), which is prac- 
tically seven times the normal rate for the coun- 
try at large! The Memphis rate has aroused 
much local controversy for a number of years, 
but the essential facts have not been set aside. 
It goes without saying that to a slight extent 
the homicide rate is affected by non-residents, 
although it is difficult to believe that Memphis 
holds out special opportunities or attractions 
TABLE I—CONSOLIDATED RETURN OF DEATHS 

FROM HOMICIDE IN 28 AMERICAN CITIES. 


1900-1921. 


Rate Per 

















Year Population Homicides 108,000 
Population. 
1900)... 11,981,034 609 5.1 
| re 12,331,665 603 4.9 
1902 Rie eee 12,611,765 621 4.9 
1903. 12,970,877 690 53 
1904 12,956,583 729 5.6 
1905. 14,024,422 931 6.6 
1906..... 14,851,650 1,148 Mast’ 
ROOT oe. 15,648 584 1,338 8.6 
1908..... 16,056,800 1,272 7.9 
1909 é : 16,465,016 1,196 7.3 
| | ae : 16,873,233 1,365 8.1 
Sk ers 17,243,138 1,429 8.3 
1912 sg : . 17,613,045 1,464 8.3 
‘be: Saeeee ee ee 17 ,982,95 1,575 8.8 
1914 1,566 8.5 
1915 722,762 1,614 8.6 
) Cre coceesvs £909Z2Z,668 1,742 9.1 
oi Gore ue . 19,462,572 1 oie g 9.1 
Uf Ra : 832,478 1,672 8.4 
Sh Ie 20,202,383 1,831 9.1 
BO oo lecde kaos ce ens 20,571,897 1,756 8.5 
DBAs orate ete . 20,588,770 1,910 9.3 
UU: ES. 07a te 89,914,751 7,648 8.5 
1916-1920......... 99,161,998 8,778 8.9 





for the commitment of murder within t¢ 
limits. After a careful special investigation I 
am satisfied that a maximum of I5 per ‘in 
would account for the deaths that should di 
haps be deducted from the local murder death 
rate on account of non-residence, if a corre. 
sponding reduction were possible for other 
cities. Another argument advanced is that 
most of those murdered are persons of color 
The negro has the same right to the protectig 
of law as the white man. He often is €C0- 
nomically a person of considerable value, byt 
whatever the reasons be why the negro homicide 
rate should be so high, it reflects disgracefylly 
upon the state of law and order in the larges 
city in the State of Tennessee. Regardless oj 
every suggestion made to the city of Memphis 
for a thorough investigation of the facts and 
statistics in explanation of its extraordinary 


he city 











TABLE [I—HOMICIDE RATE PER 100,000 Pop. 
LATION IN 28 CITIES 
= —————_—_= 
Cities 1911-1915 1916-1920 1921 
Baltimore, Md......... 5.8 7.9 11.3+ 
Boston, Mass.......... 4.6 4.6 3.7 
Buwalo, WOW 6 cc.5 ccs 5.1 5.4 4.8 
eS) ee 9.0 10.7 11,8+ 
Cincinnati, Ohio....... 12.2 11.6 15.2+ 
Cleveland, Ohio........ 6.6 12:7 10.3 
Dayton, Ohio... 6.7 7.8 10.1+ 
Fartiord. Comm... ..... 3:9 4.2 1.4 
Indianapolis, Ind....... 9.8 9.1 12.9+ 
Los Angeles, Calif...... 10.9 10.0 13.6+ 
Louisville, BY. 3... 065% 16.9 14.7 16.5+ 
Memphis, Tenn........ 69.7 60.9 56.8 
Milwaukee, Wis........ 3.7 3.6 3.6 
Minneapolis, Minn. . . &.3 5.3 7.1+ 
Nashville, Tenn........ 35.9 21.0 35.1+ 
Wi 7 7 ae et |r 4.0 4.9 4.7 
New Orleans, La...... 24.0 21.2 20.0 
New Yoru, HW... ..... 5.9 5.0 6.2+ 
Philadelphia, Pa........ 4.4 6.6 5.1 
Pittsburgh, PO. .5 6.6.6 6.2 9.2 9.4+ 
Providence, R.I....... 5.1 4.4 5.0+- 
Reading PA. 6.564000 6% 2.4 1.9 4.6+ 
Rochester, N. ¥........ 3.5 a | 4.2+ 
San Francisco, Calif. 13/0 11.4 9.8 
Seattle, Wask.............% 9.6 Tit 7.0 
Spokane, Wash......... 9.9 4.6 8.6- 
Ot. Lewis, IO) 655.55 14.3 16.8 17.2+ 
Washington, D.C...... 7.8 12.0 12.6+ 
Total 28 Cities..... 8.1 8.5 9.3 





position in the homicide record of the Americar 
cities, no rigorous inquiry into the subject ha 
heen authorized or made public. 

The lowest murder record for the year s 
reported for the city of Hartford, Conn, o 
only 1.4 per 100,000, followed by a rate of 3f 
for Milwaukee, 3.7 for Boston, and 4.2 fo 
Rochester. Aside from Memphis, other citie 
with excessive rates of homicidal frequency at 
Nashville, Tenn., with a rate of 35.1; New Or 
leans, La., 20.0; St. Louis, Mo.; 17.2; Louis 
ville, Ky., 16.5. These are followed by Cincit 
nati with a rate of 15.2; Los Angeles, 13.6; It 
dianapolis, 12.9, and Washington, D. C,, 12 
xcept that the Southern cities exceed. othe! 
sections, there appears to be no precise gs 
eraphical distribution of the homicidal tendeny 
throughont the country, but it is certainly a] 
nificant that New York city, with its vast Jewis 
population and other alien elements, should have 
a rate of only 6.2, or about two-thirds the aver 
age rate of 9.3 for the country at large. Iti 
even more significant that the city of Bost 
should have a rate of only 3.7, while, in market 
contrast, is the rate for Chicago of 118. a 

It is regrettable that statistics of homicide 
deaths should not be available for the ent 

(Continued on page 25) 
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6 3.6 
7) ut 
0 35.1+ 
9 47 
2 20.0 
0 6.2+ 
6 5.1 
<2 9.4+ 
4 5.0- 
9 4.6+ 
a | 4.2+ 
4 9.8 
| 7.0 
6 8.6- 
8 17.2+ 
12 


re Americat 
subject has 


the year ii 
|, Conn., of 
rate of 3f 
ind 4.2. for 
other citie 
equentcy art 
1: New Or- 
7.2; Louis 
| by Cineit, 
5, 13.6; It 
A), Ga 
<ceed other 
recise geo’ 
al tendenc 
rtainly sig 
vast Jewis! 
should have 
Is the avery 
arge. Iti 
of Bostot 
-jn marked 
11.8. 
homicit# 
the enti 


December 7, 1922 


THE SPECTATOR 


Editorial 








THE SPECTATOR 


established in 1868, is a weekly 
promoting the best interests of 
hy insurance of all kinds. The subscription 
‘the United States, Canada and Mexico is 
per annum, postage prepaid; to all for- 
n the Postal Union, Five Dollars. 


THE SPECTATOR, 
al devoted to 


THE SPECTATOR COMPANY 
PUBLISHER 


135 WILLIAM STREET, New York 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 
Fred B. Humphrey 
Assistant Secretary 


H. Nicoll 
—_ Vice-President 


Robert W. Blake 
Treasurer 


Sholto D. Kirk 
Assistant Treasurer 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531. 
Sole Selling Agents in America for the publications 
of Charles & Edwin Lay:on of London, England. 
Copyright, 1922, by the Spectator Company, New York. 








Vor. CIX. No. XXIII. 


DECEMBER 7, 1922. 








OCTOBER SALES CONDITIONS 
ERY favorable economic conditions 
are reflected almost universally 
throughout the country by a survey 
which has just been completed by the 
Life Insurance Sales Research Bureau on 
the sales conditions in the United States 
and Canada during October. Thirty 
States are shown to have increased their 
business in October, 1922, over the same 
month in 1921 by over 15 per cent, the 
largest gain being one of 72 per cent. 
There is only one State which had a sales 
record under 86 per cent for that month, 
and but four whose record was between 
% and 95 per cent of the previous year’s 
business. For the entire country the 
sales of October, 1922, exceeded the sales 
of October, 1921, by 25 per cent. It is 
further noted that increased production, 
this fall, has resulted in a seven per cent 
increase in sales for the first ten months 
of 1922 over the corresponding months 
of last year. 

An encouraging feature of this sur- 
vey is that no particular section of the 
country seems to indicate prosperity in a 
more pronounced manner than any of the 
other sections of the country. It is true 
that the Pacific Coast States in the ag- 
segate outrank all others, but marked 
Mcreases are shown in all but one of 
the New England States, the Middle At- 
lantic and the Central States. Improve- 
ment is also shown in many of the West- 
at and in the Southwestern 
wees Arizona led the Union in per 
‘nt of gain over October, 1921. Asa 





whole the Mountain States and the South- 
ern States show less favorably than those 
of the other sections of the country. The 
fact, however, that interspersed among 
these are States showing appreciable 
gains would tend to discredit any belief 
in adverse conditions of widespread na- 
ture. 

One cannot study this survey in its en- 
tirety without being imbued with a feel- 
ing of optimism as to return of prosper- 
ous times. There is no question that not 
only the peak of depression has been 
passed, but also that the period of de- 
pression following the war is a thing of 
history and that times of expansion, 
growth and prosperity are slowly but 
surely dawning throughout the country. 
Agents, general agents and superinten- 
dents of life insurance companies in those 
few States which are still hovering at 
or below last year’s productions should 
be actuated by the result achieved by 
their neighbors and redouble their ef- 
forts to raise their production to a posi- 
favorably comparable with 


tion more 


them. 





EMBERS of the Chamber of Com- 

merce of the United States have 
been supplied by the insurance depart- 
ment of that body with a pamphlet which 
deals, in general, with fire waste, fire pre- 
vention and the taxation of fire insur- 
ance. It dilates upon the immense loss 
by fire every year and the excessive taxa- 
fire insurance business 
also suggests that the 


tion to which the 
is subjected, and 
basis for State taxation should be a flat 
percentage upon the premiums remain- 
ing after the deduction of losses and 
all other taxes. Stress is laid upon the 
necessity for carefulness in fire preven- 
tion, and comparisons with per capita 
losses in other countries are given to the 
disadvantage of this country. Upon the 
subject of personal responsibility for 
fires caused by negligence, it states that 
“it is common law that if a person by 
his own negligence or the negligence of 
his employees cause damage to another, 
by fire or otherwise, he must respond in 
damages.” It further states that this 
law of negligence is seldom utilized in 
case of fires, except against such corpora- 
tions as railroad companies. Some doubt 
is expressed as to the extent to which 
this common law might be used against 


5 


individuals, but the subject is urged as 
one which should be carefully considered 
by insurance companies. The pamphlet 
also comments upon the injustice of 
valued policy laws and the temptation 
they offer for the crime of arson. This 
information and advice should have an 
effect in cultivating public opinion, so 
that the fire insurance business may ulti- 
mately receive fairer consideration at the 


hands of legislators. 





COMMISSIONERS HOLD HEARING 


Subjects Pending Before Laws and Legisla- 
tion Committee Discussed 

The committee on laws and legislation of the 
National Convention of Insurance Commis- 
sioners gave a hearing on Monday at the Horel 
Astor, New York, upon several pending mat- 
ters. 

After Commissioner Hobbs of Massachu- 
setts and Commissioner Savage of Iowa had 
referred to the inexpediency of criticising mem- 
bers of the Massachusetts Legislature because 
of the failure of the latter to pass the bill 
authorizing preliminary term companies to be 
licensed, Colonel Button withdrew his resolu- 
tion, being content to leave it to the Massachu- 
setts Legislature to correct the wrong done to 
other State companies. 

The proposition to prohibit by law the mak- 
ing of false statements against insurance com- 
panies was discussed, but the proposed bi!l was 
deemed by some too drastic. Colonel Button 
showed how an offender may be brought to ac- 
count by threatening the revocation of the 
license of the company he represents. 

Mr. Tyrrell and others spoke upon the con- 
flict of laws as to the right to commute values 
of instalment policies. 

Regarding the merger of fraternal societies, 
etc.. Commissioner Savage of Iowa was very 
outspoken in condemnation of several deals of 
this character. He told of one case in which 
a commission of $50,000 was prid to an officer 
of a merging concern, and another ‘in vLich 
$300,000 was paid to officers. 

Colonel Button told of similar happenings, 
and how, when he questioned an officer con- 
cerned in such 1 deal, the latter replied, “We 
Colcnel 
com- 


are conscious. 9f our own rectitude.” 
Button asserted his belief that mutual 
panies and fraternals had been started by in- 
dividuals for the purpose, first, of getting a 
salary, and then of selling out at a profit. 

Mr. Blackburn advocated the exception from 
requirements as to incontestability of life poli- 
cies of the disability and double indemnity pro- 
visions. 


The Massachusetts Mutual Life 
Tn the table, “Actual vs. Expected Mortality,” 
published in THe Spectator of October 10, the 
ratio for the total period 1907 to 1921, inclusive, 
in the case of the Massachusetts Mutual Life 
insurance Company, should read 62.37 per cent 
instead of 95.14 per cent. 
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Ba-a 


Ba-a, Black Sheep 


Here was a question of wool. Some 
very practical person wanted to know about 
it, because he knew that sheep with wool 
are valuable; but sheep without it are of 


very little account. 


Wool grows, even on Black Sheep. 
Providence provides a pasture and nature 
starts the wool to grow. ‘The question is: 
Had the Black Sheep kept his wool, or had 
he allowed himself to be shorn? 


Every one of us, black sheep or white, 
may ask himself that question. What have 
we to show for the sunny days and the green 
pastures which Providence has given us? 
Winter is ahead. We have had a chance 
to prepare for it. Are we going to feel the 
icy winds, or will we be protected. This 
brings up Endowment Life Insurance again. 
The man who has it need never fear bleak 


days. 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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CANADIAN INSTITUTIONAL ADVERTIS 
ING ' 

Committee Reports Very Gratifying Re. 
sults—Business Stimulated 

The Institutional Advertising Committee of 
the Canadian Life Insurance Companies, at 4 
luncheon in Toronto, November 17, reported 
that eighteen months ago the life companies of 
Canada started blazing the way to more and 
better business by effective co-operative adver. 
tising. The series of advertisements Pictures 
conditions of business and domestic fife fea- 
turing the Guardian Angel of Life Insurance as 
the great protector of persons in such circum. 
stances. The campaign appeal is based mostly 
on the power of suggestion. Its strength fies 
in its beauty of concept, being entirely devoid 
of repulsive or negative tendencies. 

Initial circulation of these “strong, sympa- 
thetic, artistically appealing” advertisements 
has brought gratifying returns. The widely 
stimulating effect of the campaign is remarkable, 
It has accounted for much gratuitous publicity 
of a very beneficial kind in the news and edi 
torial columns of the daily papers. The cam. 
paign has excited international interest, in the 
United States and abroad. 

Papers throughout the Dominion have com- 
mented on this advertising as follows: “Dis- 
play and copy show the work of craftsmen,” 
“Each advertisement is an impressive short ser- 
mon with plenty of ‘punch to it.” “Your ap- 
peals strike the finer chords of humanity and 
are bound to evoke responsiveness”—etc. 

Insurance salesmen are writing that they ap- 
preciate the assistance. A New Brunswick 
manager reports his staff to be using the ad- 
vertisements in many ways. All current te. 
ports of the committee point toward unpre- 
cedented success of this institutional advertis- 
ing campaign for insurance interests. 


Actuaries and Medical Men Meet 

Des Moines, IA., December 4.—A session of 
unusual interest to life insurance men was held 
at the Hotel Fort Des Moines when the actua- 
ries of the Des Moines life companies wert 
suests of the medical directors at a dinner. The 
meeting was for social purposes and in a- 
cordance with a general desire to get better 
acquainted. Dr. W. L. Allen of Davenport is 
president of the medical directors and presided 
at the gathering. Dr. M. L. Turner is secretary 
Speakers included Dr. Ross Huston, Dr. FL 
Will and Dr. J. T. Priestley, all of whom have 
been identified with Towa life insurance affait 
for many years. Problems which are comme 
to both medical directors and actuaries wet 
discussed, the mortality rate for 1921 being es 
cially dwelt upon. This was declared to be ex 
cellent for the first nine months of the ye 
and gratification was expressed at this showing 

Go to Central Life 

The Central Life Assurance Society of the 
United States has announced the addition 0! 
W. D. Lyie and H. C. Brown to its staff 0! 
managers. Mr. Lyie will be superintendent ' 
city agencies. Mr. Brown will take charge °! 
the company’s interests in Louisiana. 
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LIFE PRESIDENTS ASSOCIATION MEETS 





Large Number of Executives Present at First Session 





HISTORY OF ORGANIZATION GIVEN 


Meetings of Association Have Served to Emphasize to Marked Degree the Intimate 
Relationships Between Life Insurance Policyholders and General Public 


The sixteenth annual session of the Associa- 
tion of Life Insurance Presidents was called to 
order this morning by Chairman Darwin P. 
Kingsley. president of the New York Life 
Insurance Company, looked from his 
rostrum over an audience completely filling the 
Rose room of the Hotel Astor, New York city. 
Great interest was shown in the subject of the 
sessions, which is ‘““Waste—The Chief Obstacle 
to Business Recovery.” 

More than two hundred life insurance men 
are expected to be present at some time to-day 
or to-morrow. There were also present a num- 
ber of others interested in the activities of the 
Association. 

Mr. Kingsley’s address as chairman, and other 


who 


important addresses delivered at to-day’s ses- 
sion, will be found on other pages of this issue 
of THE SPECTATOR. 

The formation of the Association of Life 
Insurance Presidents dates from a call issued by 
the late Paul Morton, president of the Equitable 
Life Assurance Society of the United States, on 
December 3, 1906. Pursuant thereto, repre- 
sentatives of twenty-four companies assembled 
on December 21 of that year. 

The charter membership of the Association 
numbered thirteen companies, with assets 
amounting to two-thirds of the three billion 
dollars of assets held by all American life in- 
surance companies for the protection of policy- 
holders. The present membership comprises 
fifty-three companies, with aggregate funds of 
85 per cent of the total of eight and one-half 
billions of dollars of assets. 

Association companies had 64,824,000 policies 
outstanding and a total insurance in force 
amounting to $46,509,000,000 as of December 
31, 1921. 

The objects of the Association are set forth 
im Article IT of its constitution, as follows: 

Article IT. 


The object of this Association 
shall be: 


First: To promote the welfare of policy- 
holders, 

Second: To advance the interest of life in- 
surance, 

Third: To promote economy and reduce ex- 


penses in matters of general administration by 
an interchange of views on practice among 
life insurance companies. 

Fourth: To consider carefully important 
measures that may be introduced from time to 
time in legislative bodies, with a view to ascer- 
taining and publicly presenting the grounds 
which may exist for their adoption or rejection 
by the Legislature. 

_ Fifth: To consider anything that may be 
Suitably a matter of general concern to the life 
surance business. 

Under the chairmanship of Grover Cleveland, 
former President of the United States, the 
Association immediately took rank as a na- 
Honal institution, and its annual conventions at 
New York have become a recognized feature 


of the insurance activities which characterize 
the first part of December in the metropolis. 
Through these annual meetings the Associa- 
tion has emphasized to a marked degree the 
intimate relations between life insurance policy- 
holders and the general public, and has devel- 
oped a general public interest in the subject of 
incalculable value. 
From the outset, scientific and practical discus- 


life insurance which is of 
sions by company officials of technical subjects 
and executive operations characteristic of the 
business have been interwoven with masterly 
expositions of their public aspects and contem- 
porary views on pertinent topics by leaders in 
business, educational and political life. 

3ack of these interesting annual conventions, 
and partly reflected in them, are the day-by-day 
activities of the Policyholders’ 
interests require its constant watchfulness over 


Association. 


the deliberations of sixty law-making bodies in 
the United States and Canada. 
technical and legal problems of general concern 


Innumerable 


to the institution of life insurance receive its 
consideration’ and reach solution as mere mat- 
ters of routine. Finally, much original statis- 
tical! data of unique character and of great 
technical value, as well as public interest, is 
produced in the performarice of each season’s 
work. = 
BUREAU MOVES TO NEW YORK 
Life Insurance Sales Research Expansion— 
Executives Re-elected 

About the first of January the Life Insurance 

Sales Research Bureau, afhliated with the Car- 


negie Institute of Technology, will remove its 
offices Pittsburgh to New York. The 
decision to effect the change came after a sum- 
mary of the insurance events taking place in 
both cities and a conviction that because of the 
preponderating dominance of the New York 
market. a better study of conditions could be 
made in this vicinity. The Bureau is a branch 
of the Life Agency Officers Association of the 
Institute of Technology in Pittsburgh, and at a 
meeting of the executive committee recently 
held in Chicago, John M. Holcombe, Jr., and 
Dr. C. F. Hanson were re-elected as business 
manager and assistant manager respectively. 
The New York office will be established near 
the Grand Central Terminal and will maintain 
contact with the parent office in Pittsburgh, in 
order that the resources of the Institution may 


from 


be used to aid the. work. 
At the Jolson Theater 

William A. Brady is producing at the Jolson 
Theater, New York, a rather marvelous pro- 
duction, “The World We Live In’”—a fine 
spectacular performance with a moral. The 
theater is issuing half-rate coupons to business 
concerns for the use of their employees 
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DARWIN P. KINGSLEY, CHAIRMAN 


Is Conducting the Important Annual Con- 
vention of the Association of Life 
Insurance Presidents 
Accompanying this issue of THe Sprecrator 
is a supplement carrying a portrait of Darwin 
P. Kingsley, president of the New York Life 
Insurance Company, who is acting as chairman 
at the sixteenth annua! convention of the Asso- 
The cut shown was 
photographed from a portrait painted this year 
by S. Seymour Thomas, and which now hangs 


ciation of Life Presidents. 


in the rooms of the Chamber of Commerce of 
New York State. Mr. Kingsley was for two 
years president of that body, and was eminently 
successful in the conduct of its affairs. 

Mr. Kingsley has been actively connected 
with the business of life insurance since 1887, 
at which time he became Insurance Commis- 
sioner of the State of Colorado. Previous to 
that time he had been a newspaper editor and 
was active in politics. At the close of his term, 
in 1888, he came East to become connected with 
the Boston management of the New York Life 
Insurance Company. When John A. McCall 
was called to the presidency, of the company, in 
1892, Mr. Kingsley was summoned to the home 
office to become superintendent of agencies. In 
1898 he became a trustee and third vice-presi- 
dent, and, in 1903, vice-president. In June, 1907, 
he was elected to the presidency of the company. 

Mr. Kingsley has been prominent in national 
politics for many years. He has also played a 
leading part in many of the major financial and 
economic movements of the past decade and is 
rightly considered among the really big business 
men of the country. The selection of Mr. Kings- 
ley as chairman of this year’s sessions of the 
Association of Life Insurance Presidents will 
add prestige both to Mr. Kingsley and to the 
Association. 


STATE LIFE GAINING 

RAPIDLY 

October Business Totals $15,255,531 

The volume of business written by the Mis- 
souri State Life Insurance Company, St. Louis, 
during October of this year exceeded that done 
in October, 1921, by 70 per cent. The growth 
of this company has been extraordinarily rapid 
and successful and its influence is being felt all 
over the territory in which its agents operate. 
In October, 1918, the amount of business done 
was $3,256,044.97. In October, 1920. it had 
sprung to $0,247,731.83. The figure for October, 
1922, is $15,255,531. This last was the great- 
est month in the history of the company, ex- 
ceeding by about 14 per cent the value of the 
business month since the company 
first commenced writing insurance. Vice- 
President Moriarity of the Missouri State Life 
says that the number of policyholders is now 


MISSOURI 


next best 


over 15,000 


L. J. Dougherty and T. W. Blackburn, president 
anc secretary of the American Life Convention, par- 
ticipated prominently in the recent formal opening of 
the new twelve-story home office building of the Atlas 


Life Insurance Company at Tulsa, Okla. 
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LIFE 
EXTENSION 
INSTITUTE 


25 WEST 45th ST. 
NEW YORK 





Dividends 


may be paid in terms of 
satisfaction as well as in 
money. 


YOUR POLICYHOLDERS 
will highly prize the privi- 
lege of 


LIFE EXTENSION 
SERVICE. 


Such a service gives to 
your field force a strong 
selling argument and it 
gives to your Company an 


INVESTMENT that will 


more than pay for itself. 


TEST IT! 





Would it not be good, sound business judgment for you to be able 
to say to your policyholders that your company has made arrangements to 
offer them the same service that a number of other companies have already 
found to be not only an attractive feature to their policyholders but a money- 


making investment? 


Is it not good business to spend $5.00 yearly on those policyholders 
who show an interest in improving their health and who send in a request 
to you that they would like to be examined? ‘The request proves that they 
are interested and that they believe that you are sincere when you tell them 
you want to help them. You only spend your money on those that are in- 
terested. You have a vital interest in their health and why should you not 
help them? 


_ There is a substantial money value return from this kind of service as 
has been shown from recent investigations. In addition, it is big construct- 
ive work in the cause of human betterment, a successful carrying out of which 
will give you greater satisfaction than anything else in connection with your 


life work. 


Your company would not be required to make any long-time contract 
but simply to try the experiment and if it does not fulfil expectations, 
to drop it. But after being once tried it will not be dropped. Even if the 
entire cost were charged up to advertising and business-getting it will have 


been money well spent. 


LIFE EXTENSION INSTITUTE, INC. 


Kat A, Keg 


President. 





The following Life Insurance Companies are now furnishing 
this service to their Policyholders through the Institute: 


Inter-Southern Life Insurance Co. 
Midland Mutual Life Insurance Co. 
Fort Worth Life Insurance Co. Southeastern Life Insurance Co. 
Union Central Life Insurance Co. § Oregon Life Insurance Co. 

United Life and Accident Insurance Co. 


Metropolitan Life Insurance Co. 
Guardian Life Insurance Co. 





LIFE EXTENSION INSTITUTE, Inc. 
25 West Forty-Fifth Street, New York City 
Telephone Bryant 3073 
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CHAIRMAN’S ADDRESS 





Darwin P. Kingsley Before Life 


Presidents 


WELCOMES NEW MEMBERS 





Decries Use of Life Insurance Funds for 
Selected Investments Prescribed by Law 
Darwin P. Kingsley, president of the New 
York Life Insurance Company and chairman of 
the sixteenth annual meeting of the Association 
of Life Insurance Presidents, made the opening 
address at the first session held in the Hotel 


Astor this morning. 

Mr. Kingsley warmly welcomed the delegates 
and new members before taking up his topic, 
“The Trinity That Makes Democracy—Respon- 
sibility, Efficiency, Integrity.” 

As your presiding officer it is now in order 
for me to welcome the members of the Associa- 
tion of Life Insurance Presidents to this, its 
sixteenth annual meeting, which I do, although, 
in the words of Simonides: 


“To say you’re welcome were superfluous.” 


That welcome would not be adequate if it 
failed to extend special greetings to delegates 
present representing the notable development 
of life insurance in recent years in the South, 
Middle West and Far West. To each of these 
new members I say again, using Shakespeare's 
words : 


“You are welcome, 
Most learned, reverend sir, into our kingdom.” 


It was perhaps inevitable that the companies 
representing this development should have been 
reluctant to enter this Association, organized as 
many of them were soon after the insurance in- 
vestigation of 1905-06, when there was wide- 
spread misunderstanding with regard to the 
so-called great New York companies and a very 
decided feeling of hostility towards them. 
Many of these newer companies expected oppo- 
sition from the older companies of the East; 
some of them possibly think that at times they 
have recognized such opposition. The fact is, 
there never was any such opposition. On the 
contrary, the responsible men in the great East- 
em companies from the very beginning wel- 
comed the organization of these new life com- 
panies because they knew their own companies 
were not adequately occupying the field and 
because they believed then, as they do now, that 
every honest, sound effort to spread the gospel 
of life insurance ought to be encouraged. 
I am told that the particular fact which has 
gone tar to allay such feelings of hostility and 
Suspicion as may have existed is the present 
arrangement by which all responsible companies 
now have access to the records of the Medical 
Information Bureau. This is of course as it 
should be. To deny to any sincere and capable 
group of men seeking to extend the benefits of 
life insurance access to all the assembled facts 
on which a sound selection of risks can be made 
would be, in the first place, futile, and then silly 
and then wicked. It would be like trying to 
a one section of the country to light their 
neg ag a lamps through keeping away 
( 1 the knowledge that there is such a 
thing as electric light. 
so ba not within life insurance 
¢ ut all a out it, which may emphasize 
1S process of anti-selection is this: The great 
and necessary accumulations of the life com- 
oe yPetine peril, the peril, as _the 
“iygcomc Bar Association so aptly described 
4 € years ago, that always surrounds 
money in sight.” > 


“Why,” cries the dema- 








gogue, “should this money not be used to re- 
lieve our particular distress?” This distress 
may be the result of war or of unsound eco- 
nomics, or it may not exist at all. That makes 
no difference. Why not legislatively take these 
companies by the throat and shake the neces- 
sary money out of them? Why not tell them 
that they shall not do business in our State 
unless they meet our particular demand? The 
judgment of directors might not approve of the 
investments or practices that such laws would 
compel: but it is easy for legislators to forget, 
when they enact such laws, that they assume 
no responsibility—full responsibility remains 
with the men whose discretion they have in- 
vaded. Bluntly put. executives of the right 
caliber, finding in life insurance only the lure 
a great service, and practically none of the lure 
of this world’s goods, may not seek the buisness, 
indeed they will shun it, just as our best men 





Lewis E. Pierson 
The 


Merchants Association of 


New York 


President, 


now shun public life, if it ever unhappily ap- 
pears that the politician and the demagogue, 
under any pretext whatever, have in any con- 
siderable measure come into control. 

It is time for some plain speaking on this 
subject. The thing that always especially in- 
vites attack, and unhappily by honest men who 
have no capacity for measuring values, is ex- 
ecutive salaries. The interests of policyholders 
have been neither imperiled nor threatened by 
any salaries hitherto paid nor are they imperiled 
by any now paid. Here and there a man who 
lacks the right spirit may have been well paid, 
possibly overpaid, but the “crusaders” have 
never received more than a fraction of their 
worth. The peril to policyholders lies else* 
where. Just at this point let me state a few 
facts taken from the records of my own com- 
pany: 

The New York Life paid in the five years 
preceding the Ist of January last, over $15,700,- 
000, in various forms of taxes and fees, ex- 
cluding real estate taxes. During that same 
period the company paid its entire home office 
force, including its executive officers at home 
and abroad, its 2200 clerks and heads of de- 
partments, its medical examinations in the home 
office, all overtime service and all directors’ 
fees, $14,546,000. Taxes, in other words, ab- 
sorbed more of the policyholders’ money than 
the entire cost of home office management. Of 
the $15,700,000 paid in taxes about one-half 
went to the Federal Government, which gives 
us no supervision, and until it recently over- 
ruled its own earlier decisions, the Supreme 
Court upheld local laws which either forced us 
from the State or denied us the protection of 
the federal courts. 
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LEWIS E. PIERSON ON 
NATIONAL WASTE 


Merchants Association President Says 
It Is Material, Spiritual and Mental 


CLOTHING INDUSTRY LOSES $240,000,- 
000 YEARLY 


Need for Reconstruction Is Great—Europe 
an Appalling Example 

Speaking on “Waste—The Drag Upon Our 
National Progress,” Lewis E. Pierson, president 
of the Merchants Association of New York 
and chairman of the board of the Irving Na- 
tional Bank, addressed the Association of Life 
Insurance Presidents this morning at the Hotel 
Astor in New York city. Pointing to the terrible 
wastage caused by four years of war and stat- 
ing that instead of a policy of retrenchment, 
Europe was squandering its resources in mili- 
tarism and in the destruction of human life, Mr. 
Pierson warned the people of the United States 
against a like policy. He showed that this 
country, accustomed to thinking of its national 
material wealth as inexhaustible, has already 
permitted so great a waste of its timber lands 
that we are to-day using four times as much 
timber as we can grow. Referring to the re- 
port made by the Hoover committee on waste 
as justification for his statements the Merchants 
Association president said: 

That report, which is the most helpful and 
hopeful document of recent years, showed that 
American industry was successful, not because 
of but in spite of the manner in which it was 
being conducted. 

It showed, for instance, that the preventable 
waste in the clothing industry, due to 
faulty methods of production and distribution, 
amounted to at least $240,000,000 per year. 

Tt showed that the Joss through the unbal- 
anced production of departments and processes 
in the boot and shoe industry was not less than 
$65,000,000 per year. 

It showed that variations from standard sizes 
of the paper used in newspapers and magazines 
cost the public every year at least $100,000,000. 

It showed that the value of possible increased 
production in the metal trades through the 
elimination of preventable wastes was over 
$500,000,000 a year. : 

It showed that, at a time when the entire 
country was clamoring for more housing ac- 
commodations, conditions were such in the build- 
ing industry that the loss in wages due to unem- 
plovment prebably amounted to another half 
billion dollars per year. 

If losses of this magnitude were revealed in 
an examination of only five industries, consider 
what a staggering aggregate would appear if all 
the industries of the country could total our 
national industrial wastes. 

Stating that $140,000,000 has been lost by the 
post office alone through the theft of its articles, 
Mr. Pierson warned against the growing spirit 
of lawlessness and advised the adoption of more 
rigid measures of protection. He divided the 
country’s wastage into three classes—material, 
with regard to poor methods of production and 
distribution: human, with regard to the possi- 
bilities for preventing disease and accidents, and 
spiritual and mental, with regard to the need 
for more and better schools and the suppres- 
sion of such newspaper articles as inflame the 
worst passions of the people and are a source 
of constant danger to the young. 
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in Life, Accident, Health, and Group. 


Let us give you turther details. 


LIFE 





MISSOURI 


M E. SINGLETON, President 


ACCIDENT 


On To The Pacific Coast! 





You can join the caravan of live Insurance Agents which will travel ‘‘on to the Pacific Coast’’ next July. 
All that is required to assure this trip for you is $250,000 of paid-for business with this Company. 


You can win this trip on surplus lines. Liberalized substandard coverage, and gcod facilities for handling business from Agents 
of other Companies enable us to offer you a regular and open channel in which to place all Surplus lines, standard and substandard, 


On all Surplus business placed with us, we allow liberal first year commissions and guaranteed non-forfeitable renewals. 


STATE 


INSURANCE COMPANY 


HOME OFFICE, ST. LOUIS 


HEALTH 


LIFE 


GROUP 














C. K. Blackburn Joins Prairie Life 
C. K. Blackburn, son of T. W. Blackburn, 
American Life Convention, 
will Prairie Life of 
Omaha the first of the new year. The senior 
Mr. Blackburn was one of the organizers and 


secretary of the 


become actuary of the 








is a director of the Prairie Life. The junior 
Mr. Blackburn has been in the life actuarial 
department of The Travelers at Hartford for 
the past three years. For nine years prior to 
his entry in the insurance business he was in 
the navy. 





a 
Connecticut Mutual Going Big 

The Connecticut Mutual Life Insurance Com 

pany, Hartford, Conn., announces that it has 

passed the entire year of 1921 in issued business, 

total business issued to date being $70,069,308 
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LIFE WASTE IN 1922 


Address Before Life Presidents by 
Dr. A. S. Knight 
SPREAD OF CONTAGIOUS DISEASES 
CHECKED 








Death Rate for First Ten Months of 1922 
Analyzed—Lower Than 1921 

“Life Waste in 1922—Its Warnings and Its 
Lessons” was the subject of an address delivered 
iefore the sixteenth annual convention of the 
\ssociation of Life Insurance Presidents at the 
Hotel Astor in New York city this morning. 
The speaker was Dr. Augustus S. Knight, med- 
ical director of the Metropolitan Life Insur- 
ance Company of New York, and one of the 
foremost authorities on this topic in the coun- 
try. Presenting a masterly outline and sum- 
mary of the results obtained from a careful 
study of recorded figures on mortality rates in 
various diseases, and dilating upon the neces- 
sity for recurrent medical examinations of the 
insured on the part of life insurance companies, 
Dr. Knight said in part: 

Nineteen twenty-two has been another re- 
markable year -in public health history. The 
‘figures for the first ten months show a death 
rate just about as good as the unsurpassed rec- 
ord of 1921. Forty-four ordinary companies 
which, together, carried over 83 per cent of the 
total ordinary business of the United States 
and Canada have had a mortality rate in 1922 
of 6.4 deaths per 1000 lives as compared with 
6.3 last year. In other words, the mortality rate 
this year in the ordinary field is a little more 
than I per cent better than last year. 


InDUSTRIAL COMPANIES’ MorTALITY REPORT 


The records of the five industrial companies 
reporting, which comprise 53 per cent of the 
total industrial business, shows a death rate this 
year of 9.6 per 1000 as compared with 9.4 
last year, which is a little more than 1 per cent 
higher than the record of 1921. If we com- 
bine the ordinary and industrial business, the 
rate for this year is almost identical with that 
tor last year, the figures being 8.32 for 1922 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
Square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 








as compared with 8.28 in 1921, or less than one- 
half of I per cent in excess this year. The 
remarkable decline in mortality which began 
after the influenza epidemic in 1918 and in the 
early part of 1919, and which means so much 
for the insurance business as well as for the 
public welfare, apparentiy continues. 


TUBERCULOsIS SUCCUMBING TO MopERN 
TACTICS 

The influence of educational propaganda and 
community hygiene, said the speaker, had not 
only served to check the spread of contagious 
diseases but in many localities the defense was 
gaining. Tuberculosis particularly is succumb- 
ing to modern preventative measures and in dis- 
cussing this important phase of the situation, 
Dr. Knight went on to say that: 

That disease is rapidly giving way to the on- 
slaughts of public health work and of enlight- 
ened social policy as well as philanthropy. In 
1922 the rate has been 5 per cent lower than 
in 1921. This means that 2600 less deaths from 
tuberculosis will occur this year among the 53,- 
000,000 policyholders in the United States and 
Canada. If similar conditions have occurred 
in the general population of the United States 
and Canada, there are likely to be at least 5500 
fewer deaths from tuberculosis this year than 


last. In like manner, the death rate has im- 
proved very materially for typhoid fever, where 
there has been a drop of 20 per cent in this one 
year, or a saving of nearly 700 lives among 
policyholders of all the American companies or 
probably 1500 in the population of the two 
countries. 


Auto DEATHS INCREASE ALARMINGLY 

For some time past the newspapers of the 
country have been giving prominence to the 
growing number of deaths due to automobile ' 
accidents and the municipal authorities in practi- 
cally all large cities have taken steps to elimi- 
nate this evil by enforcing stricter regulations 
regarding reckless driving. Members of the 
convention who represented companies writing 
industrial insurance were greatly interested in 
that part of Dr. Knight’s speech which dealt 
with this matter as follows: 

The automobile accident death rate for both 
industrial and ordinary business combined shows 
a slight increase over the figure recorded for 
the year 1921 (4 per cent). On industrial busi- 
ness, however, the death rate for this cause has 
increased 7 per cent in 1922! Among ordinary 
policyholders there was no change, indicating 
that for those who ride in machines the hazard 


Causes of DeatH SHow1nc DECREASES IN RATE FOR THE First TEN MontHs oF 1922 1n COMPARISON WITH 
THE CORRESPONDING PERIOD OF 1921 


Cause of Death 
MPN SONOE Ac a hac doe cclee tenet eeee cass Memes 
Weperediones, Call 1GtMiah ooo sneer cc ccdaqesseass 
CHEBY TEADIEMOEY CINCASES.. 6 5 onc ccc vcwcescsvcwsaecas 
Puerperal state 
EE PR eee aoe ee eee kine Bn 
Whooping cough 
MINION fellas cicsa'a tarsal’ seioats-0 oie adics ekicce aula aaa 
Weeninmitis Cale (OES <3 eos: oc ced aie ecuvedeseceducs 


PHSCENEA ANG CMLEENIS< 5 «<< cece ccs ccecesecausensee 
ST. ca tacaae at wun aa cknesRakhenee nee e wae nae 
CNSR ia area tile dur ared cee 4 ae ee enon sme eae 
External causes (excluding suicides, homicides and 


automobile accidents) ; 
Miscellaneous (all other diseases)...........e++eee- 


Causes or DEATH SHOWING AN INCREASE IN THE DEATH RaTE 


Rai ok Sedo ce acde Rese nmetiencs cmecegesomieNeas 
CaO. 5. i aoa rd Hic who eRe Re Ca eee eee ee ees 
Cerebral hemorrhage 
Organic diseases of heart........---.eeeceeevereees 
Portions (400 F688). 6c ccs oc cciee sede cacsecceckeses 
Bright’s disease .......2ccccesc cece ccsercccevecsses 
Automohile accidents and injuries..........-+++++e0: 
Measles 


Grand’ total all Causes: .c.c.0.. 0 ccccdc cee ccs se cess 


*Although this item shows an increase it 


in actual number of deaths for 1922 over 1921, 


First 10 Months First 10 Months 
1921 1923 














Death Death Per 
No. of Rate per No. of Rate per Cent 
Deaths 100,000 Deaths 100,000 Decline 
1,524 6.4 1,267 5.1 20.31 
23,853 99.6 23,414 94.7 4.92 
3,366 14.1 2,874 1.6 17.73 
3,233 13.5 3,116 12.6 6.67 
1,031 7.0 674 4.5 35.71 
679 4.6 419 2.8 39.13 
3,231 22.0 2,452 16.3 25.91 
940 6.4 871 5.8 9.37 
2,979 20.3 2,264 15.1 25.62 
3,014 12.6 3,002 12.1 3.97 
1,521 6.4 1,499 5.7 10.94 
10.520 43.9 10,209 41.3 5.92 
50,619 211.5 51,039* 206.5 2.36 
106,520 103,010 
Per Cent 
Increase 
1,880 7.9 4,991 20.2 155.70 
16,588 69.3 17,293 69.6 43 
13,784 57.6 14,322 57.9 .52 
25,997 108.6 28,721 116.2 7.00 
14,681 61.3 17.368 70.3 14.68 
15,299 63.9 16,195 65.5 2.50 
2,923 32.2 3,144 12.7 4.10 
552 3.8 666 4.4 15.79 
91,7%4 102,610 
198,224 828.0 205,620 831.7 0.45 


the rate per 


thousand is in fact lower because of the increased number of lives at risk in 1922. 
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THEY CAN DEPEW 


ITTSBURG is one of the leading industrial centers of the 
United States of America. Within its limits and in nearby 
towns and villages are hundreds of manufacturing plants. Close 
at hand are numerous coal and iron mines. It is a center for many 
great railroad systems, which come together there, only to separate 
again, taking the products of Pittsburg to every nook and corner 
of the country. They are largely the products of the iron and 


steel industry. 


These great metal industries are a source of livelihood for 
hordes of people who day in and day out labor in the mills or 
sit at their figures in the stuffy little offices. To these people 
the iron and steel industry means home, food, drink, and some 
meagre pleasures perhaps. But only so long as they work. If 
something happens the steel industry loses interest in them. It 


cares only for those who can work. 
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PEW LIFE INSURANCE 


There are thousands of these people depending upon these 


le 
yy industrial plants for everything. When industry fails them they 
- have nothing—unless they have life insurance. They can de- 
y pend on life insurance in sickness or in health, whether living 
re or dead. It provides and provides, no matter what may happen. 
i It is the head of the family, putting food in the mouths of orphans 
d and clothes on the backs of widows. So the thousands who 
today gain their own and their families’ living in industry will 
tomorrow need life insurance. Tomorrow industry will not 
™ help them but life insurance will. 
al Housed in the very center of the iron and steel industry is 
le the Reliance Life Insurance Company. Here, amid the vast mills 
le and fiery furnaces, it has grown up strong as the greatest crane 
If of them all, true as the finest rifle barrel made, and a million 
It times more beneficent than the cold metal upon which so many 


still place their entire dependence. It needs your help. 


i LISURANCE COMPANY 


IT TSBIBNA. 














The Pittsburgh Waterfront 
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NATIONAL IMPORTANCE OF 
INSURANCE DEFINED 


Massachusetts Mutual Life President 
Presents Summary of Country- 
wide Investments 


WILLIAM W. McCLENCH DELIVERS 
MASTERLY ADDRESS 
Railroads and Farmers Are Chief Re- 
cipients of Support at the Hands of 
Insurance Companies—Increase in 
National Wealth a Result of 
Such Action 


.Too often a person, attempting to obtain a 
perspective on some problem of vital im- 
portance, looks at it from only one angle or 
sees it in relation to only one set of circum- 
stances. Insurance companies are prone to this 
fault and, going back over the paths of their 
advancement and growth, observe only those 
sections of the country in which the develop- 
ments took place, without obtaining a grasp 
upon the national value and influence of such 
progress. That this practice is the exception 
rather than the rule, however, was conclusively 
demonstrated by William W. McClench, presi- 
dent cf the Massachusetts Mutual Life Insur- 
ance Company of Springfield, in his speech be- 
fore the sixteenth annual convention of the 
Association of Life Insurance Presidents at the 
Hotel Astor, New York. 

Taking as his subject “Life Insurance In- 
vestments in National Development,” the 
speaker presented to his auditors a discussion 
of this topic which was at once informative, 
accurate and comprehensive. Seldom has the 
association listened to so carefully worded and 
elaborately prepared a treatise or one which 
showed a better grasp of the problem. Despite 
the handicap of having a wide field to cover in 
a short time, Mr. McClench attacked the ele- 
ments before him with vigorous energy and, 
marshalling fact upon figure, gave a clear and 
definite expose of the situation. 

The total wealth of insurance companies, said 
the speaker, upon being distributed through- 
out the country by investment on the part of 
the various companies, exercises an influence on 





conditions are no worse; but the increase of 7 
per cent for industrial policyholders is a really 
significant fact. It means that the risk of 
death from the automobile has increased de- 
cidedly this year for persons who use the streets, 
and this applies particularly to children, whose 
deaths figure so prominently in the mortality 
record for this cause. Fully one-third of the 
automobile fatalities occur among children un- 
der fifteen and these are insured for the most 
part in industrial companies. 


DEATH RATE DECREASE IN 1922 

For the benefit of the Association of Life In- 
surance Presidents, Dr. Knight submitted the 
two tables which accompany this report, show- 
ing the corresponding decrease and increase in 
the causes of deaths during the first ten months 
of 1922 as compared with the same period in 
1921. 


the national commerce which cannot be ade- 


quately estimated. The railroads of the nation, 
particularly in the early stages of their develop- 
ment, were supported to a great extent by the 
money of insurance companies ; and though there 
has been some slight decrease in the amounts 
made available for this purpose, the totals still 
reach a staggering figure. Referring to this 
factor the speaker said: 

It is well known that the rapid development 
of the railroads of the country during the 
period following the Civil war was due in large 
part to the assistance the roads received from 
the life insurance funds invested in their securi- 
ties. Without that assistance the building of 
railroads, the development of farming sections, 
and the growth of towns and cities would have 
proceeded at a much less rapid rate. 


MortGAcGE Loans Attract INSURANCE ‘CAPITAL 
Railroads were not the only recipients of 


large sums for development at the hands of 
insurance companies, Mr. McClench pointed out, 
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Massachusetts 
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Insurance Company 


President, Mutual Life 


but mortgage loans as well have been favored 
in this respect in the past and are looming 
investments. Though from 


large as future 


COMPARISON OF INVESTMENTS OF 1921 WITH 














1870 to 1905 the insurance companies decreased 
their mortgage loans from 44.4 per cent 


: to 26,7 
per cent and during the same period icinniacl 
their holdings in stocks and bonds from 19 pe 

t 


: Se Ss 
cent to 51.22 per cent, of later years PMG 
dency has again leaned toward realty invest. 
ments. The accompanying table gives a com. 
ari ance inve ‘ 
parison in imsurance investments for Various 
classes between 1921 and rogi1: 

INSURANCE .COMPANIES FULFILL 4 Nationa 

RESPONSIBILITY 

a oF f = =) . 
Passing from references to any particular 
industry and the investments therein to an Out- 
line of the salutary effect of such investments 
on the entire United States, Mr. McClench told 
the convention that by such investments the in- 
surance companies were living -up to the re. 
sponsibility imposed on them. He intimated that 
the companies not only had a duty to the jp. 
dividual in the matter of personal insurance by 
also had a larger duty to the nation as a whole 
by reason of the investment moneys at their dis- 
posal. Instead of using this power for other 
than the best ends, the cempanies were carry- 
ing out their double duties faithfully and well 
and were earning the deserved recognition of 
the insured and the nation. The president of 
the Massachusetts Mutual Life presented a bril- 
liant summary of the entire situation and in 
his closing remarks lauded the insurance con- 
panies for their contribution to the national 
welfare when he said: 

As one reflects upon the great sums involved, 
and reflects also upon the fact that, in addition 
to the millions of dollars invested, there are 
naid every year to policyholders and their bene- 
ficiaries many millions, one appreciates more 
clearly the great service being rendered by life 
insurance in our national economic structure, 
and realizes more keenly the significance and 
the real worth of the solid, constructive and 
beneficent contributions the life companies of 
cur country are making annually towards the 
improvement of civilization for America and 
the world. 

—Willis 0. Robb, manager of the New York Fire 
Insurance Exchange, was in Chicago the early days ot 
this week attending the annual meeting of the Under- 
Ine. 


writers Laboratories, 


1911, SHOWING CHANGES FOR THE PERIOD 








IN AMOUNTS AND IN PROPORTION OF TOTAL ASSETS INVESTED IN THE 
VARIOUS CLASSES OF SECURITIES 
1921 
Per Cent Per Cent Over 1911 Per Cent 
1911 Total 1921 of Total Increase of Total 
Real Gatate 6.6.6.0. .s08 3.92 1.99 $ —4,130,750.35 —,12 
Mortgage loans ...... Le 31.65 34.33 1,328,360,978.34 37.25 8.1 
Collateral. ccci6605%8 Bi, b4 13,182,205.91 37 105,60 
Policy loans ......... 13.03 13.00 462,920,644.93 12.98 91.56 
Railroad stocks and ; ee 
WIND Conese ore taoiss 1,383,537 ,213.47 35.64 1,769,816,344.90 23.76 886,309,131.43 10.83 27.92 
Government, State, 
county and munic- a 
aE Eni teen ooeniey 237,706,529.06 6.12 1,405,977 668.67 18.88 1,168,271,139.61 32.76 491.48 
Other stocks and bonds 202,851.793.07 3.23 ¢ 224,033,439.53 3.01 21,181,646.46 .60 10.44 
Ge ere tontnr 59,736,944.40 1.54 92,961,819.26 1.25 33,224,874.86 93 55,62 
Investments that can- 
not be  geographi- 
cally divided and Pe: 
miscellaneous assets. 99,013,377.51 9.55 255,836,625.02 3.44 156,823,247.51 4,40 158.38 
$3,881,259,868,00 160.00  7,447,402,086.70 100.00 $3,566,142,218.70 100.00 91.88 


Total 


Nore.—The figures in the above tabulation and in all the 


sorts made to the Association of Life Insurance Presidents, s t ’ ’ 
stments that are not given in the standard official pub 


special reports show important classifications of inve 
lications, including separation of mortgages into 
percentage 
as follows: 1907, 67.99 per cent; 1911, 93.19 per cent; 
per cent; 1920, 93.34 per cent; 1921, 93.84 per cent. 


14 


farm A 
s * ae : . » © was 
of total assets of all American companies tabulated by the association in the various years 


tables that follow are taken from special 
beginning first with the year 1907. es 


and city and also subdivision of bonds. The 


1914, 92.78 per cent; 1917, 89.92 per cent; 1919, 90.69 
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ADDRESSES CONVENTION 





frank H. Davis Praises Work of 
Underwriters and Points Out 
Their Responsibility 





CITES INCREASE IN BUSINESS 
WRITTEN 


\vocates Intensive Training of Company 
Agents and Would Vest More 
Power in Managers 


Frank H. Davis, second vice-president of the 
fquitable Life Assurance Society, addressed the 
jxteenth annual convention of the Association 
of Life Insurance Presidents at the Hotel Astor 
i New York during the afternoon of December 
- and brought home to them the importance of 
te work performed by insurance agents in a 
ak on “The Range of the Life Insurance 
jgent's Responsibility.” The speaker confined 
tis subject, for the most part, to the value of 
the underwriters in their relation to the parent 
wmpany and to the service they can and should 
xrform in providing protection for the indi- 
vidual and the home. Stressing the fact that 
itis on account of the work accomplished by 
agents that the public has been influenced to ac- 
wpt the growing insurance totals of the past 
jew years, Mr. Davis reviewed the successes 
atthe year 1922 in the following manner: 

Reports have been received from 158 compa- 
ties, Which wrote 98 per cent of the total new 
tysiness paid for during 1921. These reports 
aggregate $9,150,000,000. Applying to the 2 per 
cent not heard from the same ratio for new 
fusiness as experienced by the 98 per cent heard 
fom, it is estimated that the total insurance 
wad for during 1922 in all American companies 
will amount to $9,300,000,000 as against $8,700,- 
00000 for last year. 





THE RECORD OF THE PAST 

Extending over a period of twenty years, the 
development of the insurance business has been 
ith rapid and startling, and there is scarcely 
al industry in the country which can point to 
is record of achievement with such justifiable 
pride in past accomplishments and future pros- 
ects. The value of the large sums of money 
invested in this business by the American public 
annot be fully estimated, and tracing the in- 
tease along this line, Mr. Davis told the con- 
vention that : 

Twenty years ago, at the close of 1902, the 
ie life insurance in force was $10,200,000,000. 
viring each of the last three years the amount 
produced annually has nearly reached that total. 
Ten years later, at the close of 1912, the insur- 
me in force amounted to $19,500,000,000, or 
early double the amount in force at the be- 
siting of that decade. For the first few years 
y the last decade the increase was at about the 
‘ime rate, and at the end of 1916 we find $24,- 
000,000 of life insurance in force. Since 
\916, however, increases have been made by 
“aps and bounds, and the fifty billion dollars 
"more in force at the end of 1922 will repre- 
ne double the amount in force six years ago, 
ad also five times the amount in force twenty 
Years ago, 


A similar increase in the number of policies 




















Sidelights at the Hetel Astor 





Fred J. Cox, former president of the National 
Association of Insurance Agents, was visiting 
friends among the delegates and others at the 
Hetel Astor this week. Mr. Cox was only visit- 
ing, however, and refused urgent invitations to 
confer with the officers of the Association of 
which he was formerly president. He says that 
he is satisfied now to spend all his time at 
earning a peaceful living and being a_back- 
number so far as Association affairs are con- 
cerned. 


Acquisition costs, which have occupied the 
minds of insurance men for several months to 
the exclusion of many lesscr subjects, received 
full attention at the Hotel Astor gathering. 
I!lustrative of the interest manifested was the 
story of Commissioner Clarence W. Hobbs of 
Massachusetts at the dinner of the Ancient and 
Honorable Order of the Blue Goose Monday 
evening. Mr. Hobbs remarked that when taking 
the train at Worcester (why Worcester we 
cannot say) he encountered two general agents 
of casualty companies, and these gentlemen were 
so engaged in the subject mentioned that, in 
their effort to explain to him the suffering which 
the new rules would cause them, they never 
told a story or partook of illegal beverage until 
after Hartford had been passed. No comment 
is necessary. 


T. W. Blackburn, secretary of the American 
Life Convention, was an spectator 
at the adjourned meeting of the National Con- 
New 


aided 


interested 


Commissioners in 
Blackburn has 


Insurance 
Mr. 


vention of 


York this week. 


great.y in the building up of his organization, 
until it now occupies a very prominent position 
in the life insurance field. 


Among those noted at the Hotel Astor, New 
York, attending the sessions of the insurance 
commissioners, were H. B. Hawley, president 
ef the Great Western Accident of Des Moines; 
I*. G. Dunham, attorney for the Association of 
Life Insurance Presidents; J. L. Case, president 
of the National Association of Insurance 
Agents; C. S. Blake, president of the Hartford 
Steam Boiler Inspection and Insurance Com- 
pany, and C. H. Boyer of the National Life of 
the U. S. A., Chicago. 


John B. Morton, president of the National 
3oard of Fire Underwriters, took occasion to 
meet numerous State insurance officials during 
the sessions of the National Convention of In- 
surance Commissioners at New York. Mr. 
Morton is a very capable executive, and he is 
thoroughly imbued with the principles! for 
which the National Board stands. The Board 
has done much work for the benefit of the pub- 
lic, and Mr. Morton is well qualified to direct 
its activities and maintain its high position in 
the business world. 


Several ex-commissioners were noted in at- 
tendance at sessions of the National Conven- 
tion of Insurance Commissioners, or greeting 
old friends in the lobby of the Hotel Astor. 
Among these were F. H. Hardison of Massa- 
chusetts, W. H. Hotchkiss of New York, Jesse 
S. Phillips of New York, E. H. Dearth of 
Michigan, and J. G. Brown of Vermont. 





in force appears during the same periods. In 
1902 there were eighteen million policies out- 
standing, in 1912 there were thirty-five million, 
while at the end of this year there will be more 
than seventy-eight million policies in force. 


Tue PositrIon OF THE COMPANY 
Since the business obtained by any insurance 
company is directly dependent on the work of 
its agents, said the speaker, the company execu- 
tives should devote more time and thought to 
the matter of co-operation in this direction than 
is usually the case. Upon the agent alone rests 
the responsibility for the sale of any policy, and 
the subsequent influence of that sale on the 
mental attitude of the purchaser toward insur- 
ance as a whole and toward its bearing on the 
everyday life of himself and his family. Since 
this, then, is so, there should be a well-defined 
policy of training the agent to sell insurance 
through personal and adequate efforts rather 
than through reliance on the merit of the prod- 
uct itself. Were such a course adopted by all 
the insurance companies in the field, Mr. Davis 
went on to say, there would be fewer lapses of 
policy through the insured being only half sold 


or being oversold, and the understanding of his 
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policy by any person would be complete rather 
than fragmentary. Dealing with a prospect is 
not a matter of the moment alone, for in most 
cases the service of the life insurance agent 
does not become operative until after the death 
of the insured, and therefore the responsibility 
resting on the agent’s shoulders is the greater 
and exists for the family and the home more 
than for the immediate person purchasing the 
insurance. The attitude of the company toward 
its agents was stressed by the speaker in no 
uncertain terms when he said: 


There is another respect in which we have 
been remiss. We have been content to retain 
in office general agents or managers who have 
not been competent to select, train, guide and 
encourage the soliciting agents under them. And 
yet the obvious way to have an efficient army of 
soliciting agents is to place them under the 
supervision of managers whose expert knowl- 
edge will enable them to give this necessary 
training to their subordinates. Soliciting agents 
can be thoroughly trained only by the managers, 
who are responsible for them and who are in 
close touch with them. Of course, the compa- 
nies must aid the managers in every appropriate 
way, but without relieving them of their direct 
responsibilities. 
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THREE THINGS 


accomplished by an Automatic Reinsurance Treaty 


covering Public Liability: 








It limits the exposure of the Reinsured, thus 


stabilizing loss ratio; 


It puts the loss-paying power of the Reinsurer 
back of that of the Reinsured; and Reinsur- 
ance is much easier procured for this pur- 


pose than are Capital and Surplus; 


It renders the Reinsured more serviceable to the 


agent and the public with whom he deals; 











ultimate profits must depend on satisfac- 


tory service. 





Through Reinsurance we have assisted numbers of 


sound, small companies to take their next step forward. 








Our facilities are available to Casualty Carriers who 


need additional capacity. Inquiry is solicited. 





Employers Indemnity 








+ ti 
E. G. TRIMBLE, President 
KANSAS CITY 
CHICAGO NEW YORK 
Insurance Exchange 50 Pine Street 
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| Life and Accident Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 








Life 

Breach of warranty as to physical condi- 
tion; evidence of physician as to insured’s 
condition of health; when such evidence is 
conclusion and not admissible. 

A life policy contained a provision that no 
ligation was assumed by the company prior 
to the date of the policy nor unless on said date 
the insured was alive and in sound health. It 
yas contended in an action on a policy that the 
insured was not in sound health at the time the 
policy was issued, but that he had diabetes. A 
shysician was called as a witness by the insur- 
ance company, and he was asked whether or 
not the physical condition of the insured, on 
the date when the policy was issued, increased 
the risk of loss or probable loss of life under 
the policy. The question was excluded as call- 
ing fora conclusion. The court ruled that the 
witness should state the facts concerning the 
physical condition and let the jury decide 
whether or not the risk of loss under the policy 
had been increased. It appeared from the evi- 
dence, however, that the insured did have 
Bright’s disease at the time the policy was is- 
sued, and that it was from this disease that he 
died shortly thereafter. The court reversed a 
judgment in favor of the plaintiff and re- 
manded the case for a new trial. American 
National Insurance Co. v: Rosebrough, ——— 


























Ala. + 03: SO:,. 502. 
Accident 
Accident; classification; correct facts 











given to agent but erroneous classification 
made by agent; company estopped to deny 
accuracy of classification. 

An applicant for accident insurance stated 
the facts correctly as to his occupation to the 
agent, and the agent made classification of the 
risk in the application. When a claim was 
made on the policy the company declared that 
the classification was incorrect and sued to pro- 
rate the amount to be paid. The court held 
that under such circumstances the company 
could not be heard to say that an improper 
lassification had been made. The court re- 
views the various cases on the subject, and, in 
an interesting discussion, says: “We think, too, 
that the principle of estoppel is applicable to a 
situation such as this, and the company should 
not be heard to challenge a classification made 
by its agent with full knowledge of the busi- 
Ness or occupation in which the insured is en- 
gaged. It is quite generally, if not universally, 
held that where the insurer’s agent fills out the 
application for an insurance policy, knowing or 
having been properly informed by the applicant 
ot facts demanded by questions therein, mis- 
takes in the application as to such facts do not 
‘oid the policy. May v. Buckeye Mutual Ins. 
Co., 25 Wis., 2901; 3 Am. Rep. 76; Dunbar v. 
Phenix Ins. Co., 72 Wis, 402; 40 N. W. 386; 
Mechler v. Phoenix Ins. Co., 38 Wis. 665: John- 
ston v. Northwestern Live Stock Ins. Co., 04 












































Wis., 117, 68 N. W. 868; Union Mut. L. Ins. 
Co. v. Wilkinson, 13 Wall (80 U. S.) 222, 20 
L. Ed. 617; Joyce on Insurance, Sec. 472 et seq.; 
see also, cases collated in note to be found in 
16 L. R. A. (N. S.) 1233, where the rule is 
stated in this language: ‘If the company’s 
agent, in preparing the application, eithér by 
neglect, mistake, or fraud, without the knowl- 
edge of the insured, inserts false answers there- 
in, when correct replies were given by insured 
to the questions asked, the prevailing rule is 
that the fault of the agent must be borne by 
the company which sends him forth.’ The rule 
is based on the principle that, under such cir- 
cumstances, the agent is the agent of the com- 
pany and not of the insured, and. that, where 
the insured fully and fairly states the facts, the 
agent who translates such facts into the suc- 
cinct phrasing of insurance parlance acts as the 
agent of the company. The reason for the rule 
is well stated in two American Leading Cases 
(5th Ed.) 917, in the following language, which 
is frequently found quoted with approval: ‘By 
the interested or officious zeal of the agents 
employed by ‘the insurance companies, in the 
wish to outbid each other and procure custom- 
ers, they not unfrequently mislead the insured 
by a false or erroneous statement of what the 
application should contain, or, taking the prepa- 
ration of it into their own hands, procure his 
signature by an assurance that it is properly 
drawn, and will meet the requirements of the 
policv. The better opinion seems to be that 
when this course is pursued the description of 
the risk should, though nominally proceeding 
from the insured, be regarded as the act of the 
insurers.’ It is quite generally held that, by 
reason of this principle, accident insurance poli- 
cies are not void hecause the agent who filled 
out the application did not properly classify the 
applicant’s cccupation. 1 Corpus Juris, 436, 
and case cited. Accident insurance companies, 
however, urge that the rule should not be ap- 
plied where, under the terms of an accident 
insurance policy the insured is entitled to the 
amount of indemnity which the premium paid 
by him will purchase in the occupation in which 
he is actually engaged, where his occupation 
is mistakenly classified in the application or in 
the policy. In other words, it is urged that 
the policy should be held void pro tanto though 
not in toto. Two courts have apparently 
adopted this rule. Employers’ Liability Assur. 
Corp. v. Back, 102 Fed. 229: 42 C. C. A. 286; 
Bothell v. Nat. Casualty Co., 59 Wash. 200, 
109 Pac. 590. In the latter case it is said in 
effect that the rule secured to the insured all 
to which he is entitled and protects the insur- 
ance company from the dishonesty of its agents. 
However wholesome or desirable such a rule 
may be, we do not appreciate the logic upon 
which it is based. We can discover no ground 
for the distinction which is necessary to render 
an insurance policy. void pro tanto but not void 
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in toto, where the agent of the insurance com- 
pany errs in the classification of the insured’s 
occupation. If the act of the agent under such 
circumstances is the act of the insurance com- 
pany, then his error is the error of the com- 
pany, and the company should be responsible 
for the consequences thereof. Upon what prin- 
ciple can the insured be penalized for the conse- 
quences of a misclassification, where he is in no 
sense responsible therefor? It is well known 
that accident insurance companies designate all 
human activities under relatively few classifica- 
tions. They furnish the’r manua! 
of instruction which enables them to classify 
a given occupation according to the intent and 
purpose of the company. When an applicant 
states to the agent the facts concerning his 
employment or occupation, he has done all that 
should be required of him. He does not possess 
the knowledge requisite to enable him to desig- 
nate his occupation in conformity to classifica- 


agents a 


tions which have been prescribed by the com- 
pany. That is a functicn which must be per- 
formed by the company upon information fur- 
nished by the applicant, and, when such in- 
formation is truthfully given, the company 
should be held bound by its own classification. 
When the insurance company delivers its pol- 
icy to the insured, the latter should have some 
assurance that he has purchased the protection 
which is held out by the terms of the policy. 
It may be his desire to purchase a certain 
amount of insurance. He may feel that a given 
amount of indemnity is essential to him in the 
emergencies covered by his policy. If the pol- 
icy delivered does not furnish that indemnity, 
he should not be lulled into the belief that it 
does. He should be given an opporfunity to 
purchase the amount which he feels is necessary 
for him to have. Again, one may be willing to 
pay so much and no more for a given indemnity. 
This was true with the insured in this case, as 
indicated by Chilsen’s letter to the Neckerman 
Agency. When the insured pays his premium 
and receives a policy promising him a certain 
amount of indemnity, no just principle will per- 
mit the company to modify or discount the 
amount of such indemnity promised, because of 
an error made by its agent in classifying the 
eccupation of the insured. But it is unneces- 
sary to dweil tipon the morality of the principle. 
The great weight of authority holds that the 
agent who fills out an insurance application in 
ohedience to correct information supplied by 
the applicant, acts as the agent of the com- 
pany and not as the agent of the insured. Mis- 
takes made by him do not void the policy, be- 
cause he is the agent of the company, and his 
mistakes are the mistakes of the company. To 
hold that the policy may be void pro tanto 
though not in toto is to make a distinction that 
cannot be supported either upon reason or 
Arneberg v. Continental Casualty 
————— 5 166) IN. We 07. 


authority.” 


Co., ——— Wis. 
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The Provident Life and Trust Company 
of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The -new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 

Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
permanently disabled for every six persons who will 
die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
affecting other policy benefits, premiums are Waived 
and a Disability Income commences which (the Dis- 
ability remaining permanent) continues for life 
and does not cease when the Endowment Matures. 















Great Southern Life Insurance Co. 


Dallas=-Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable 
Agents in Texas, Oklahoma, Missouri, 
Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 


Globe Building 
Washington Street 


PHILADELPHIA 
Lincoln Building 











FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LeMAR TALBOT, President. 














Insurance Accountants and 


Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





NEWARK CHICAGO 
Insurance Exchange Building 


BOSTON 
Winthrop Building 


ANNUAL STATEMENTS 


This is the time of year when all companies are 
making special efforts to bring up their work pre- 


paratory to the closing of their accounts for the year. 


We have installed in the offices of many companies 
accounting systems which automatically provide the 
data for Annual Statement purposes and all other 
statements called for at this time of the year, includ- 
ing results by agencies, States or Territories and gen- 


eral results of the company’s business. 


We are frequently called upon to furnish assistance 
in connection with Annual Statement work. In 
some instances, we have had charge of several offices 
at the end of the year during the Annual Statement 
period. Our familiarity with State requirements, 
Tax Statements, etc., enables us to take full charge 


of your office in any emergency. 


JOSEPH FROGGATT, President 


SAN FRANCISCO 
Insurance Exchange Building — 
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Soliciting and Some Valuable Chestnuts 


"rmHE greatest industrial life insurance 
agent who ever lived didn’t solicit in- 
surance at all, and he knew nothing 
whatever of industrial life insurance. But this 
“foremost of solicitors left behind him a big 
| stock cof the strongest arguments ever ad- 
‘yanced for thrift, for industry, and for prepara- 
Pon against any contingency in life. These 
arguments do not mention death and are but 
{lateral life insurance arguments; still, in a 
y, most of them have a definite application 
“to the necessity of taking a life policy. The 
: gentleman’s name is Ben Franklin. 
‘Life insurance is the embodiment of taking 
tare of the future. And Franklin gave us a 
multitude of sayings which, in a homely way, 
drive in the importance of earnestness for the 
present and looking forward and preparing for 
what is certain to come. And, to repeat, 
| preparation for the future is the object of life 


> Always the ordinary man is tremendously in- 
© fluenced by pithy sayings which cannot be re- 
fated and apply to everybody. And every in- 
dustrial life solicitor should study the maxims 
» of America’s wise man and make use of these 
fayings in his canvassing. Many of these 
homely and striking chunks of everyday wis- 
' dom can be used as mental texts for talks on 
© the absolute necessity of industrial life insur- 
ance, even if the words themselves are not 
quoted. Here are but a few of Franklin’s 


© “Now I have a sheep and a cow every one 
| bids me good-morrow.” 
| . “A fat kitchen makes a lean will.” 
“Many a little makes a mickle.” 
“A small leak will sink a great ship.” 
“Who dainties love shall beggars prove.” 
“Buy what thou has no need of and ere 
| long thou shalt sell thy necessaries.” 
“Silks and satins put out the kitchen fire.” 
© “When the well is dry, they know the worth 
| of water.” 
4 “For age and want save while you may, 
© - No morning sun lasts a whole day.” 
3 Get what you can and what you get, hold, 
| Tis.a stone that will turn all your lead into 
» - gold.” 
| And more general thrift maxims: 
‘It is hard for an empty sack to stand up- 
tight,” 
“Keep thy shop and thy shop will keep thee.” 
“A word to the wise is enough.” 
“God helps them who help themselves.” 
“Sloth, like rust, consumes faster than labor 


“The used key is always bright.” 

“Dost thou love life? Then do not squander 
time, for that is what life is made of.’ This 
a mighty good maxim for the solicitor himself. 
And the next—“The sleeping fox catches no 
poultry.” And, “Lost time is never found 
again,” Also, “Laziness travels so slowly that 
Poverty socn overtakes him.” And, “Diligence 
is the Mother of Good Luck.” Also, “God 
gives all things to Industry.” 


Jump Ovt or a Rut 


Many solicitors are inclined to get into a rut 
and use their talks on life insurance over and 
over again. This, of course, is a tremendous 
mistake. The subject of industrial life insur- 
ance and any life insurance can be presented 
in a great variety of ways. The industrial 
solicitor should be constantly devising a new 
way of offering the goods he has for sale. 
There are always new ways of presenting any 
subject, but sometimes it takes quite a lot of 
labor to dig up a new way. Still, it can be 
done if the necessary labor is not. shirked. 
Franklin knew all about that, and his maxims, 
although the substance of many of them was 
taken from various sources, must have cost 
the writer-craftsman much labor. 

And make your talk so plain and simple that 
anyone, even a child, can fully understand it. 
Tf ‘you happen to know anything about “re- 
serves,” and other actuary talk, forget every bit 
of it. It’s bad enough for the solicitor of 
ordinary insurance to indulge himself in em- 
ploying technical insurance terms, but this is 
far worse when soliciting industrial insurance. 
Use simple talk and plain and watch your pros- 
pect closely. Shut up vour mouth on the sec- 
ond, when your prospect looks as if he wanted 
to talk himself. Folks love pleasant discussion, 
just as folks hate hearing the ordinary lec- 
ture. If you want to do the lecture stunt, hire 
a hall and do it from a platform. In the end 
it will cost you less than lecturing your pros- 
pects. 

All of us can remember talking bores, and 
the worst affliction of this kind the writer of 
this remembers was a wide-mouth seller of 
geographies, who on three lecturing visits bored 
him so that if he lived three times as long as 
old Methuse he’d remember even the shape 
of the wide mouth of that geographical fiend. 

And never try to be funny, that is, if you 
weren’t born that way. There is no sadder 
sight and sound than the sight and the words of 
the man who is attempting to be funny. It 
may have been Josh Billings who said, “A 
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funny feller is like a purple dog. He ain’t 
usual, but he was born that way.” 

And turn off the spigot of your talking 
long before you've said all your piece. Most 
solicitors never seem to know that ten words 
with lots of meat in ’em are worth one hun- 
dred of ordinary stuff. 

Some of these days somebody is going to put 
on the market an agent’s “talk checker.” 
Everything you say will be recorded, and when 
you get home you listen to your own handout. 
And some of us will throw a fit when we listen 
to ourselves. It will be a wonder if we don’t 
commit suicide. It was wise advice the mother 
gave her son, who always lost his head in 
social gatherings, “Keep your mouth shut and 
folks won’t know you're a fool.” It is a wise 
solicitor who knows when to throw in the 
tongue brake. 

In a book which is packed with good advice 
for all of us, you can find many instructions 
for the proper use of that headstrong member 
which most of us work too much. Many of 
these golden advice for the 
solicitor : 

“Strive not with a man without cause, if 
he have done thee no harm.” 

“A man shall be satisfied with good by the 
fruit of his mouth.” 

“He that refraineth his lips is wise.” 

“He that keepeth his mouth keepeth his life.” 

“The lips of the wise shall preserve them.” 

“A fool’s lips enter into contention. 

“Answer not a fool according to his folly, 
lest thou also be like unto him.” 

“Let another man praise thee, and not thine 


maxims are 


own mouth.” 

“A fool uttereth all his mind.” 

Carlyle gives good advice, too, for soliciting 
insurance. “Speak not at all, in any wise, till 
you have somewhat to speak.” And “some- 
what to speak” in soliciting is not a hack- 
neyed lecture on life insurance. It is a brief 
something which is closely applicable to the 
person you are soliciting. 


Must Be oF VALUE 

The solicitor can exchange his words for 
gold, but to do so the words must be words 
that are worth the gold. You cannot exchange 
wind for any valuable thing. You can never 
get something for nothing. 

Definite statements which apply to the special 
conditions of your prospect and are put power- 
fully and tersely will be remembered for years. 
Lengthy lectures which ramble all around Rob- 
inson’s barn and back into the woods are for- 
gotten within two minutes. 

One of those Eastern rulers who used to chop 
off heads, just like that! wanted another pri- 








vate secretary. He ordered a number of scribes 
to be rounded up and put them to the test, it 
being understood that those who didn’t pass the 
examination should pass headless into the Be- 
yond. After several had been led away to the 
chopping block, a young man of earnest face 
came before the monarch. 

The applicant was handed a letter, which 
terribly abused the ruler and outrageously 
threatened him. 

“Give me the answer you would make to 
that letter,” commanded the ruler. “Put it as 
short as you can.” 

There was no hesitation on the part of the 
scribe. He tore the letter into a thousand 
scraps and threw the scraps upon the ground. 
The chap was engaged. 

Study you own speech. “A word fitly spoken 
is like apples of gold in pictures of silver.” 


“ 


A Rolling Stone Gathers No Moss 

This is an old saying and a true one. It can 
be applied in many ways. What we have in 
mind now are those who are employed in the 
insurance business. 

lf they find they are cut out for it, and no 
doubt they are, if they stay in it a year and 
have their living to make, and find they can 
make it in the insurance business as good or 
better than they did anywhere else, they should 
keep their eye on the main point, and not turn 
to the right or the left. With the ever-increas- 
ing facilities of the business, wonders can be 
worked out. 

This term “worked out” means almost un- 
limited resources. We have a good many ex- 
amples in our mind just now, being on the eve 
of the holiday week. We cannot go very much 
into detail, but these wonders are not on one 
side or the other. 

The wonders are for the policyholder as well 
as the agent, and they must be so. The agent 
who thinks differently makes a mistake, but he 
will not think differently if he understands the 
business. It might be said the “curse” of the 
business are those who go into it and expect 
prominent positions just because they are 
Brown, Jones or Robinson, without any experi- 
enced qualifications—Globe Weekly Bulletin. 


Save Lapses—Don’t Postpone Them 

Commenting on the causes for industrial cash 
surrenders, several fieldmen have _ recently 
pointed out an error that many make when savy- 
ing lapses. 

A policy that has been in force a number of 
years becomes exposed to cancellation. The 
agent points out that by continuing until the 
tenth anniversary a cash surrender value may 
be obtained. 

This postpones the lapse, but makes it ex- 
tremely difficult to prevent surrender when the 
ten years expire. 

There are so many other good reasons that 
can be used to save business that the one we 
have mentioned, even though effective for the 
time, should not be mentioned.—Prudential 
Weekly Record. 


—The Monarch Life of Winnipeg has issued a use- 
ful wall calendar for 1923. 
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In Conducting a Canvass 


By J. M 


Always endeavor to make a good impression. 
Even if it does not bear immediate fruit, it 
may prove of value at some future time. Even 
if your interview with a man has proved in other 
respects unsuccessful, it will not be an absolute 
failure if you go away leaving him with a favor- 
able opinion of your tact, courtesy, good humor 
and sound judgment. You never can tell what 
the ultimate effect of such an impression may 
be. You may think that your whole time has 
heen wasted and your efforts fruitless, but if 
you have borne yourself tactfully and prudently, 
so as to gain your prospect’s good-will, the 
effort will not go unrewarded. A future inter- 
view may serve to win, over the man who is 
already favorably prepossessed and disposed. 
Or even if you never win him, his good-will 
will influence directly or indirectly other clients 
in your favor. Influence is like the ripple which 
the pebble starts on the surface of the lake. 
It has its origin often in some little thing, but 
once started, travels in widening circles farther 
than the eye can reach. The man who despises 
not these little things, who thinks it worth 
while to conciliate those among whom he does 
business and gain the assistance of their good- 
will, who takes applications where he can, but 
when he can't win applications wins friends— 
that is the man who finds his influence and 
power steadily increasing from day to day. 

And among all the impressions which oper- 
ate in an agent’s favor, there are none like first 
impressions. The man whom you meet for the 
first time is unprejudiced so far as you are con- 
cerned; you are a stranger to him—he has no 
bias for or against you. But when you leave 
that man he has formed a certain impression of 
you—your manner, ability, character—and when 
you meet him again you have that first impres- 
sion in your favor if it was a_ favorable 
one, or you have it to contend against if 
it was an unfavorable one. Therefore, the im- 
portance of first impressions, and for that rea- 
son the necessity when you first approach a 
man— 

(1) Of doing so tactfully. 

(2) Of doing so intelligently ; that is, know- 
ing something beforehand about his circum- 
stances and requirements, instead of blundering 
in upon him aimlessly. 

(3) Of being neatly and correctly dressed. 

(4) Of having the right kind of introduc- 
tion. 

(3) Of tackling him at an opportune mo- 
ment; not, for example, when he up to his ears 
in work or is heading hot foot for the ball 
game. 

(6) In short, of doing all that foresight and 
prudence can do in order to insure that the first 
impression your prospect forms concerning you 
will be in your favor ard not to vour disad- 


vantage. 


Win Curent’s CoNFIvENCE, First 
There are some men who are unduly sus- 


picious—especially of agents. Perhaps they 
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have been “taken in” some time by an unscrupu- 
lous agent ; or it may be due to the fact that 
they are conscious of their lack of familiarity 
with business matters, and for that reason ex. 
hibit special caution whenever they are asked 
to consider a business Proposition. This js 
especially the case in country districts where 
very little business is done, and that entirely of 
the simplest character. Farmers and other 
rural folk are often timid, cautious and slow 
in matters which a city man—more accustomed 
to business—would deal with freely and un- 
suspiciously, 

The object of this article is simply to point 
out the necessity for care and tact in dealing 
with a client who is disposed to be thus ultra- 
canny. Don’t broach the subject of life in- 
surance until you have secured his confidence. 
I-ven when you feel that you have won a certain 
degree of trust, and that it is safe to introduce 
the topic, be still on your guard lest you excite 
his silly suspicions by any appearance of undue 
haste, and so cause him to retreat into his shell 
of canny wariness, whence it will be in vain to 
attempt to dislodge him. Don’t let him fancy 
that you are trying to rush him into insurance. 
3e patient and tactful, and when you at last 
succeed in closing him you will have the addi- 
tional satisfaction of having secured for the 
company a policyholder who will stay. This 
canny, cautious kind is hard to persuade, but 
once having made up his mind, he won't un- 
make it in a hurry. 

Don’t Act AS THoucH You Dipn’r Expect 
SuUCcCcEss 

Don’t approach your prospect as though you 
didn’t expect to insure him. If you commence 
your interview in that frame of mind, he will 
probably fulfill your expectations by not insur- 
ing. We knew a salesman once who always ap- 
proached his customers with the same formula: 
“IT don’t suppose you want anything in my line 
to-day.” Needless to say, the customers were 
eenerally unwilling to disappoint Mr. “I Don't 
Suppose,” and the usual reply to his question 
was in the negative. 

If a salesman acts as though he had not suf- 
ficient faith in his own wares to expect them to 
sell, he won’t sell them. On the other hand, if 
he is positive that he possesses the very article 
and is convinced that everybody else ought to 
have that article, and if he proclaims that con- 
fidence in every word and every action—then he 
stands a chance of convincing others. The first 
and most essential part of a salesman’s equip- 
ment is confidence—in himself and in the goods 
that he has to sell. Otherwise he will be a 
failure. How can a man who is not confident 
inspire confidence in others? How can a man 
who is not positive influence others? How can 
a man who is not enthusiastic create enthusiasm 
in others? An insurance solicitor and every 
other solicitor must be chuck full of positive 
His whole manner and bearing must 
Such confidence is com- 


certainty. 
bespeak confidence. 
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tagious. It will communicate itself to his cli- 
ents. It will command attention. It will win 
him a hearing. It will silence doubts. It will 
bring conviction to those whom he seeks to 


persuade. 
TACT 


Tact is the knack of taking a man the right 
way, 

It is a knack which seems to come to some 
agents naturally, so that they can pursue their 
calling day after day, among men of the utmost 
diversity of character, taste, occupation and 
social position, and yet never handle one the 
wrong way. There are other agents, on the 
other hand, who are always getting themselves 
into hot water, and lose hundreds of dollars 
every year by their tactless behavior. 

Some men are born with tact, but there is no 
reason why other men, born without it, should 
not by patience and perseverance cultivate and 
develop that quality. Any man, blessed with 
average common sense and average amiability, 
who makes a point of studying other men, their 
characters, their peculiarities and idiosyncrasies, 
their likes and dislikes, can develop this quality 
of tact in him, and if he is apt and diligent in 
his efforts he will probably attain in the end a 
surer knowledge of and influence over his fel- 
laws than is possessed by the naturally tactful 
man who relies upon intuition to guide his 
actions. 

But, however he gets it—whether it is natural 
or acquired—tact is something that the insur- 
ance agent must possess. His aim is to persuade 
other men. To do this, tact is essential—tact 
which enables him to be bold without being 
obnoxious: to be courteous without being ful- 
some; to argue without disputing; to plead 
without cringing; to instruct without patroniz- 
ing; to be persistent, but not tiresome—in short, 
to do everything that it is necessary to do with- 
out overdoing it. 

These are large requirements, no doubt, but 
the best insurance solicitors in the field pos- 
sess them. And, it may be added, that they 
possess these qualities (which are summed up 
in the one word “tact”) generally as the result 
of years of painstaking and persistent self- 
training. These things come naturally to some 
people, but most of us have to work for them. 


RECOGNIZING A PREFERENCE 


If your client shows a preference for any 
particular plan of insurance, take the hint im- 
mediately. If you start off by feeling your 
way with a twenty-payment life policy, and he 
says, “Yes, that’s all right: but what I want is 
a policy that I can cash myself—something that 
I don’t have to die to win,” throw all your 
Previous figuring into the waste-paper basket. 
Don’t waste time trying to show him that a 
larger policy on the twenty-payment life plan 
would suit his requirements better. He has 
Siven you a clue to the argument that appeals 
to him. 

Produce the figures for an endowment plan 
and work that argument for all it is worth. 
The battle is half won when you know the par- 
ticular plan and the features of that plan that 
attract your client. 
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Always keep this consideration in mind at the 
beginning of an interview, before you have been 
able to learn much about your client’s views on 
the subject of insurance. 

If he does not himself volunteer a remark as 
to the plan he likes best, try to draw him out, 
get him to talk and make comments on the 
figures that you submit to him. If you can in- 
duce him to express a preference for any par- 
ticular plan, you know at once what way victory 
lies. 


SECURE YouR CLIENT’S CONFIDENCE AND 
FRIENDSHIP 

Make a friend of every man you insure. Let 
him feel that you have done your best for him, 
have placed him in a good company, have given 
him the plan most adapted to his needs, have 
studied his conveniences and wishes at every 
turn—in short, that you have acted throughout 
with a tact, friendliness and consideration which 
did not have their origin in a purely mercenary 
motive. Don’t let the acquaintanceship fall to 
the ground after you have written him up and 
delivered the policy. Cultivate his friendship. 
When you meet him on the street, stop for a 
handshake and a brief conversation. Be inter- 
ested in the welfare and success of his family, 
his business and himself. If you see a chance 
to do him a good turn, seize it, even at some in- 
convenience and trouble to yourself. 

It helps in many ways to make your client 
your friend. He will keep up his insurance, be- 
cause it is in the company that you represent. 
He wil] be a satisfied policyholder—your best 
advertisement. If he needs further insurance 
you will place it. Through him you may reach 
his relatives and friends. 
ness in your way or give you other assistance, 
he will do it. These are some of the advan- 
tages you will derive, and what is perhaps the 
greatest advantage of all must not be over- 
looked, namely, the added pleasure and bright- 
ness that will belong to you in your profession 
through thus cultivating mutual feelings of 
friendship and good-will between yourself and 
your clients. 





NEVER PesTeR A MAN 

until he considers you a bore. There are some 
thick-headed individuals posing as life insur- 
ance solicitors who are as devoid of tact as a 
grizzly bear of manners. They would talk in- 
surance to a man at his wife’s funeral, or in- 
terrupt him at family prayers. These are the 
men whose blundering stupidity and forward- 
ness have made the name of “life insurance 
agent” synonymous in some men’s minds with 
unmitigated gall. They are responsible for 
whatever prejudice exists in the minds of the 
public against insurance canvassers. They have 
doubled the difficulties in the way of other in- 
surance men who try to carry on their busi- 
ness in a decent way, so as to retain the respect 
and good-will of their clients. 

There is a time for everything. When you 
meet a man who is busy with important work, 
or in a hurry, or with his mind full of worry 
about something else—it is obviously no time 
then to talk insurance. To attempt to do so 
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If he can put busi- | 


would only create an unfavorable impression 
which you would find it impossible to over- 
come. In such a case, postpone your conversa- 
tion till a more suitable occasion. You cannot 
lose much by a short delay, and you stand to 
gain the good-will of your client by showing 
this consideration for his convenience. Most 
men are reasonable enough to give you a fair 
hearing if they make an appointment with you 
for the purpose, but if you try to force your 
proposition upon them when they are occupied 
with something else, you furnish them with an 
excuse for refusing to listen and perhaps for 
dismissing you with more brusquesness than 
they would otherwise feel justified in using. 


‘It is worth while for the agent to remember 


that if he always approaches his clients with 
the utmost courtesy, he will very seldom meet 
with anything but courteous treatment in re- 
turn; while the solicitor who displays a lack 
of courtesy and tact is sure to get sharp rebuffs, 
and pleny of them. 

\t the same time, the agent must not let his 
politeness lead him into a too ready acquiescence 
with all his prospect’s wishes. Firmness and 
even a certain audacity are quite consistent with 
perfect courtesy and tact. The agent must 
never lose sight of his main object. It is pos- 
sible for him to show every consideration for 
his client, and also be resolute, persistent and 
aggressive. 


Nor AskKING A Favor 

No man can achieve a real success in his pro- 
fession unless his heart is in it, unless he feels 
that his is doing his share of the world’s work, 
unless he can carry with him in his labors a 
feeling of proper self-respect and independence. 

Some insurance agents never succeed be- 
cause they cannot rid themselves of a kind of 
subconscious feeling that they are asking a 
favor from the men whom they canvass for in- 
surance. They approach their prospects in a 
deprecating, semi-apologetic manner as though 
they were asking a benefit, not bestowing one; 
as though they were appealing to their client’s 
good nature, when, as a matter of fact, they are 
presenting a plain, straightforward business 
proposition, the merits of which the other fel- 
low, if he has any common sense at all, cannot 
help admitting. 

If you are conscious of any such feeling of 
diffidence that lurks hidden away back in some 
remote recess within your brain while you are 
engaged in your occupation of insurance solici- 
tor, get rid of it right now—or else quit the 
business. The insurance solicitor has no right 
to feel ashamed of his work. He does not pre- 
tend to be purely a philanthropist—there must 
be an element of self-interest in every occu- 
pation—but he can honestly claim that he is an 
educator and a public benefactor to an extent 
that is true of very few others of the world’s 
workers. He can point to the vast sums that 
are being paid out annually by insurance com- 
panies in support of families, many of which 
would otherwise be destitute, and he can truth- 
fully say that that is the work of himself and 
his predecessors. Or even if you put the matter 
on a purely commercial basis and ignore its 















altruistic aspect, is there any reason that the in- 
surance merchant, any more than the vendor of 
any other class of merchandise, should be back- 


ward in pushing his sales? The commercial 
traveler is nowadays recognized as an essential 
adjunct of modern methods of trade and deems 
an apology unnecessary in approaching his cus- 
tomers with samples of his wares—why should 
the insurance solicitor feel any hesitation in 
presenting a business proposition to business 
men in this business age? 

Let those insurance workers therefore who 
feel conscious of having lost opportunities in 
the past through the causes referred to in this 
section be guided by this resolve in their future 
labors: 

“That, confidently believing all men to be 
free and equal, and myself as good as any- 
body else; knowing also that I represent a 
strong, successful and prosperous company; 
realizing it to be my duty and privilege to ex- 
tend the benefits of life insurance as widely as 
possible, I shall not be prevented by any so- 
called distinctions of rank and wealth or by un- 
manly feelings of personal diffidence from in- 
troducing myself and my message whenever and 
wherever common sense and courtesy warrant 
it.’ 

TALK ONE PLAN 

The agent who confuses his customer by a 
lengthy explanation of half a dozen plans is 
not likely to secure an application. If he is 
lucky enough to do so, the chances are that the 
customer has not a very clear conception of the 
contract he has chosen, and when the agent 
comes to deliver the policy he may be con- 
fronted with the declaration, “This isn’t the 
policy you described to’me.” The poor man 
has prebably been so confused by the agent’s 
talk that he has jumbled together in his mind 
the features of two or three different policies. 

If at all possible, secure beforehand such in- 
formation about the age, circumstances, etc., of 
your prospect as will enable you to fix upon 
some particular plan in advance. Having once 
fixed upon that plan, do not obscure your argu- 
ments by dragging any other policy into the 
discussion. The agent who offers only one 
plan is never confused in his own mind as to 
what he shall talk about. Not being confused 
in his own mind, he does not confuse his pros- 
pect’s. This is an important point. 

Perhaps more sales of insurance have been 
spoiled by putting the prospective customer in 
doubt as to what policy he shall choose than by 
all other blunders agents have made. Indecision 
of any kind is fatal to action. Indecision ruins 
the agent’s chances. He should never endeavor 
to make it as easy as possible for his prospect 
to decide. Therefore, talk only one plan. 


Not Too Mucw Tax 

It is a common failing of agents (in other 
lines as well as in life insurance) to mistake 
glibness for persuasiveness. Nothing could be 
further from the fact. You may talk a man’s 
head off without being any nearer convincing 
him than you were when you started. In fact, 
if there is anything the average man dislikes, it 
is to be confronted in argument by an opponent 
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who won't let him get a word in edgeways. 
Even if there is truth and logic in what you 
say, you spoil the effect of it all when you 
talk too much or too long, or too fast. Your 
prospect hasn’t time to digest your arguments. 
You no sooner make one point than you spoil 
it by hammering down another point on top of 
it. Your client loses himself in the cloud of 
words you utter, and instead of distinctness, 
clearness and decisiveness, the impressions he 
gets from your talk are indistinct, vague and 
usually result in indecision. 

1. Don’t forget that you are an insurance 
expert, but your client is not; and that, while 
the facts, figures and arguments you quote are 
familiar and trite to you, yet they are probably 
new and unfamiliar to him, and he needs time 
to assimilate them. Take time to drive your 
arguments home; give him time to get his 
mental digestion working; your arguments will 
have thrice the influence upon him if he thor- 
oughly understands and appreciates them. 

2. Don’t give your client the impression that 
you want te “rush” him into insuring. Give 
him ample time to look at what you are offering 
him, to ask questions, to state his objections, if 
he has any. Make him feel that you have no 
intention of trying to stampede him, and that 
you are willing to submit your proposition to 
the strictest scrutiny, 

3. Don’t be unwilling to stop talking occa- 
sionally and listen for a while. If you do all 
the talking it is impossible for you to know 
whether he follows your arguments or is im- 
pressed by them. As a result, you may make 
the mistake of trying to force him to a deci- 
sion before he is ready for it; or (even more 
likely) in your flow of talk you may pass un- 
awares the “psychological moment” when he 
might have yielded had ycu stopped and asked 
him. Many an agent has talked a man into in- 
suring and out again without ever being aware 
of it or even stopping to take breath. 


[The foregoing is taken from the book “Life Insur- 
ance and How to Write It.’’] 


How I Get Results from My Saturday 
Morning Meetings 
By ArTHUR MIROFF 

I strive to get the good will of my agents 
and superintendents. I never ask my men to do 
a thing that I cannot do myself. In order that 
I may get my staff tc pay entire attention to 
the proceedings of the meeting, I endeavor to 
instill a lot of ginger and pep in myself first, 
so that my plans for the following week’s 
work make an impression right from the start. 

My talks are brief and snappy. I call on my 
agents and get their experiences as to their 
previous week on the debit. I aim to have edu- 
cational meetings, so that the newest agent can 
he qualified to explain the public savings pol- 
icies with confidence and ability, so that he may 
close his prospects. I do not drive my men to 
work, for the name “Indianapolis North” is 
sufficient to urge them on for success. 

—The Banner. 











—That was a handsome issue of the Life Under- 
writers News, of Toronto, which contained the full 
account of the international convention of life under- 
writers held at Toronto. 
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PRUDENTIAL ITEMS 


Increases in Ranks of the Prudential 
Old Guard 








PROMOTIONS COME AFTER CANVASS 
OF AGENTS 





Study of Work Done and Methods Used 
Results in Several Changes 


A recent canvass of the work of its agents, 
made by the Prudential Insurance Company of 
America, has resulted in an accurate summary 
of the conditions existing in the various dis- 
tricts listed by the company. It has also served 
to bring to light the names of those of its repre- 
sentatives who are obtaining especially good re- 
turns on their sales efforts, and who are doing 
their utmost to maintain that good will between 
policyholder and issuing company upon which 
the security and business future of any insur- 
ance company is so largely dependent. 

As a consequence of the information thus 
made available, there have been some note- 
worthy changes and promotions within the com- 
pany ranks, both in the New York territory 
and in distant States. Morris R. Ellinger, 
assistant superintendent of Pasadena, Cal., be- 
cause of the ability he displayed in successful 
canvass and the rewriting of lapsed policies, has 
been made superintendent at Tulsa, Okla. He 
will try out in the new territory the methods 
which brought such good results in California, 

Under the direction of Superintendent George 
McGuire. Section 4 of the Prudential in Chi- 
cago is again leading the company in lowest 
average net lapse per $100 of debit. This sec- 
tion has adopted the slogan “Do Your Bit” as 
its motto, and much of the success it has at- 
tained is due to the day-by-day enforcement of 
this motto in its dealings with prospective 
policvholders. 

Agent Eyears Worman, located at Plainfield, 
N. J., has established a reputation for activity 
arid resultant achievement, for, with his debit 
situated in several towns, he is credited with 
unusually large gross advance payments and a 
yearly collection percentage of 102. At no time 
during this vear have his arrears exceeded 4 
per cent of the debit, and they have often been 
down to zero. 

industrial insurance is receiving special atten- 
tion in the New York locality, and an intensive 
drive in this class of business has been carried 
on. by the following agents, who lead the com- 
pany in this line, the listing being by order of 
merit and production: Agents Irving Solomon, 
Oscar Reinhart, Albert Newman, James Foley, 
David Schachter, Joseph Halpern, Matteo Car- 
dea, Antonio Lucian, William J. Wilde and 
Giuseppe Gramagna. The Prudential $200,000 
merit button has just been awarded to Israel 
Ratner of New York office No. 10 for his 
efforts in both branches of the business. 

The ranks of the Prudential Old Guard have 
been increased in the past. few months by the 
elevation to this honor of Agents Wm. R. 
Lavell and Wm. H. Hawk, both of Pennsyl- 
vania, who have received their Class 7 
badges and certificates. The Old Guard is $0 
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METROPOLITAN NOTES 





New District in Aurora, III. 





CHANGES IN SEVERAL TERRITORIES 





Leaders in Industrial Increase and Ordinary 
Placed Business 


The Metropolitan Life Insurance Company 
has but few changes to report in the field dur- 
ing the month of November. There were two 
deaths among managers which left vacancies, 
and there was one new district created. In the 
Southern territory, Earl V. E-nlow, manager of 
the Gastonia, Charlotte, N. C., district, resigned 
and Frank Boomershine, an assistant manager 
in the same district, was promoted to be man- 
ager. 

In the Great Western territory a new dis- 
trict was created to be known as Aurora, IIL, 
and James F. Shanahan, assistant manager in 
the Garfield, Chicago, Ill., district, was pro- 
moted to be manager October 30. 

John T. Dunning, manager of the Chat- 
tanooga, Tenn., district in the Southwestern 
territory, died and his place was filled by the 
transference of Walter Benziger from Pitts- 
burg, Kan. This left a vacancy in that district 
and Riley G. Cunningham, assistant manager 
in the Westport, Kansas City, Mo., district, was 
promoted to be manager in Pittsburg, Kan. 

Another death occurred in the New England 
territory. Fred W. Dudley, manager of the 
Concord, N. H., district, died and Daniel J. 
Rice, manager of the Rutland, Vt., district, was 
transferred to Concord to fill the vacancy. 
Horace A. Palmer, assistant manager in Rut- 
land, Vt., was promoted to be manager of that 
district, November 20. 

Carlton W. Cox, general assistant manager 
for the Middle Atlantic territory, was appointed 
manager of the Bloomfield, N. J., district, No- 
vember 27, to succeed Rudolph D. Schaefer, who 
resigned ; and in the Middie West territory Wil- 
liam S. Franklin, assistant manager in New- 
port, Ky., was promoted to be manager of the 
Owensboro, Ky., district, November 27, to suc- 
ceed Owen M. Arvin. 

The ten leading districts in the country at 
large, including the Pacific Coast, in average 
net gain ordinary business, per man per month, 
for the year to and including the week of No- 
vember 6 were: Oak Park, II, Gabriel Dunkle- 
man, manager; Newport, R. I., T. F. Murphy, 
manager; Rockaway, N. Y., B. H. Ledner, man- 
ager; Belle Isle, Mich., J. A. Blake, manager; 
St. Clair, Mich. W. C. Martin, manager ; 
Stuyvesant Heights, N. Y., H. C. Stieglitz, 
manager; Bushwick, N. Y., John Goldthorpe, 
=— omer : = 








not in name only, for the members have all 
completed long terms of successful service with 
the Prudential. A notable addition to Class “D” 
is the name of Agent J. Pecari of Philadelphia, 
who on November 20 entered his twenty-first 
year of Prudential salesmanship and has been 
granted the right to wear the diamond badge 
of the Old Guard. 
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manager; Delmar, Mo., Norman Schiffrin, man- 
ager; Ridgewood, N. Y., David Rudberg, man- 
ager; Stamford, Conn., H. S. Hodgdon, man- 
ager. , 

In average industrial increase per week, per 
agent, for the year to and including the week 
of November 20, the ten leading districts in the 
country at large were: Clinton, Mass., J. E. 
O’Connor, manager; Delmar, Mo., Norman 
Schiffrin, manager; Chattanooga, Tenn., J. W. 
Westbrooks, in charge of the district pending 
the appointment of the new manager; Wabash, 
Ill, Sigmund Finder, manager; Stamford, 
Conn. H. S. Hodgdon, manager; Everett, 
Wash., Edward Weiner, manager; Topeka, 
Kan., Harry Wood, manager; Imperial Val- 
ley, Calif., A. H. Spencer, manager; Superior, 
Wis., C. S. McCumber, manager; Waltham, 
Mass., T. F. Neelon, manager. 

The ten leading agents and agents unat- 
tached in industrial groups increase for the year 
to and including the week of November 27 
were: Philip Hochstadt, agent, West End, 
N. Y.; J. K. Arlein, agent, Newark, N. J.; 
J. H. Ayers, agent, Piedmont, Ga.; J. H. Davi- 
son, Jr., agent, Pontchartrain, La.; F. G. 
Lentini, agent unattached, Waltham, Mass.; 
Henry Kalkstein, agent, West End, N. Y.; 
Carmelo Albanese, agent unattached, Knicker- 
bocker, N. Y.; W. T. Raines, agent unattached, 
Des Moines, Ia.; Demiana Licata, agent, Knick- 
erbocker, N. Y.; Max Alpert, agent unattached, 
Los Angeles North, Calif. 


A Fine Christmas Present for Agents 

A most helpful work for general agents of 
life insurance companies, in that it relieves them 
of much of the drudgery of instructing new 
agents, is the book by William T. Nash, and 
published by The Spectator Company, entitled 
“Multiplying Your Income.” This book is of 
such practical use in educating the new agent 
cr prospective agent concerning features of the 
agent’s work that the general agent can save 
much time by presenting a copy to the new 
agent, as well as helping the latter to become 
a good producer. 

it is no easy matter for the general agent to 
inculcate in the new man’s mind all the infor- 
mation which he should possess in order to be- 
come a successful solicitor. “Multiplying Your 
Income” is, therefore, both a time-saver and a 
profit-producer for both the general agent and 
the new man entering the business. 

The vice-president of a life insurance com- 
pany which crdered a considerable numbér of 
copies cf “Multiplying Your Income” for its 
agents stated that he would not take a dollar a 
page for his first copy if he could not get 
another. This is a good indication of the prac- 
tical value of this excellent work. It is of great 
value also to agents of experience, for it con- 
tains matter which will surely be of profit to 
them, as wel! as to those of lesser experience in 
the business. 

Companies and general agents desiring to 
present a Christmas remembrance to agents 
cannot select a better gift than “Multiplying 
Your Income,” which will prove advantageous 
net only to the recipient but to the donor. 
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JOHN HANCOCK NEWS 


Promotions from Agency Ranks 
Numerous 








BOSTON AGENCY GIVES DINNER 





Death of Edward J. Doherty and John R. 
Birney Announced 


Maynard E. Keiser has been promoted from 
traveling auditor at Indianapolis to general 
agent at Springfield, Mass. 

The Boston agency has distinguished itself 
by issuing one million dollars’ worth of business 
in one month, the exact amount being $1,047,000. 
It is the first weekly premium agency to attain 
this mark, of which fact it is justly proud, to- 
gether with the fact that every member of its 
agency force contributed to the banner month. 

Agents Harrington of Pittsburgh, Kay of 
Albany, Holleran of North Adams, Rothschild 
of Cleveland, Wosburg of New York, Bellucci 
of Long Island City, and Roberts of New York 
have recently placed themselves in the $100,000 
producers’ class, all of them having written over 
$100,000 worth of business in 1922. 

Assistant Superintendent Maurice Stolzman 
has achieved the distinction of being the first 
assistant superintendent of the company to pass 
the million doilar mark in ordinary issue for his 
staff. 

William Landry, Lawrence; Howard M. 
Blades, Providence; Geauf M. Clay, Pittsburgh; 
Abijah A. Cahoon, Roxbury; Robert E. Shackel- 
ford, St. Louis; Fletcher G. Parlett, Baltimore ; 
Stephen H. Lett, Detroit, and Joseph Palo, 
Stamford, have been promoted from the agency 
ranks to assistants in the districts of their 
service. 

Frank M. Quilan has been promoted from 
agent at Holyoke to assistant superintendent at 
Fitchburg. 

Joseph Kirshenbluth has been promoted from 
agent at Long Island City to assistant superin- 
tendent at Jersey City. 

Otto H. Uhlman has been promoted from 
agent at New York to assistant superintendent 
at Elizabeth, N. J. 

Jacob Steirman has been promoted from agent 
at New York I to assistant superintendent at 
New York II. 

Agent Edward J. Doherty of the New York 
agency died recently after a long illness. He 
represented the company almost continuously 
during the past twenty years. 

Assistant Superintendent William K. O’Con- 
nor of the Boston agency gave a dinner recently 
to the agents under his supervision, in celebra- 
tion of the record just established by that 
agency. 

John R. Birney, claim adjuster and applica- 
tion inspector of the Waterbury agency, died 
recently at his home in Waterbury. He was 
connected with the Waterbury agency since 
1905, serving in the capacity of assistant super- 
intendent for over ten years. 

Several interesting historical sketches have 
been compiled by the John Hancock Mutual, the 
latest being an account of John Hancock’s wed- 
ding in 1775. 
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Homicide Record for 1921 TABLE Il]--GEOGRAPHICAL DISTRIBUTION OF Homicipes (ANNUAL RATE PER 100,000 POPULA- 
(Continued from page 4) coal 
ee tates, Even the returns for the regis- Aggregate Total Rate Per 
United States E ‘ s Section and State Period Population Homicides 106,000 
ration area for 1921 are not yet available on Population 
account of the limitations of clerical assistance, ~ Eg oe mae 
and long delays by the Government printing New Enciamp States tie mene -— 7 
eo J = AMEMOCTICUE. 6 cc cceevs Re eee re ee ened Rae oa —2 , a 5 5 
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Table III, the consolidated returns of thirty- 
the five years ending with MIDDLE ATLANTIC STATES 109,078,353 5,603 5.1 
three States for y ° RMN a res cinch usatns au tind caciaeton 1916-20 —_-15/299'890 718 4.7 
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" iev: Jni 3 ] Rocky MOUNTAIN STATES 9,384,845 841 9.0 
who believe that the United States is a land : ER nhc s Cup Seaweee eee ee 1916-20 4,591,595 408 8.9 
of law and order, where the guilty are brought WRN aN ce Sees is cca 1916-20 2,604,305 325 12.5 
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to justice and where crime is dealt with as it 
deserves. Jt is essentially a question on the — pacisre Coast STATES ae 25,204,721 2,108 18:4 
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more rational method of judicial procedure. 








THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. A reprint of the 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 
them it willdo for others. 

The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 
recruit and the veteran. 

The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 


Single Copies - - - - - - $2.00 
25 ‘ce = © = «© = = 45,00 
SO “ 2 = = «© «© @ =~ 85.00 
100 ‘6 © = = «© @ © @& 160.00 
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A Thousand and One Hints 


TO AGENTS OF 


INDUSTRIAL LIFE INSURANCE COMPANIES 
By 
W. Meador 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. | 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 
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The efforts which are being made in Congress 
to pass Federal legislation aiming at a statu- 
tory.control over the sale of dangerous weapons 
deserves every possible encouragement. This 
view has the endorsement of the committee on 
law enforcement of the American Bar Associa- 
tion, which holds that the manufacture and sale 
of pistols, except for Government and official 
uses, should be prohibited. 

The New York World, under date of August 
13, 1922, in commenting upon this suggestion, 
remarks that “to prevent murder by depriving 
the murderer of arms is impossible.” It would 
be as sensible to argue that sobriety is not in- 
creased by prohibiting the sale of intoxicating 
drink. At the same time, as pointed out in the 
World, another course to get at the root of 
the evil “is to punish crime with certainty and 
celerity” and, furthermore, that “if the lawyers 
of the country will devote less time to devising 
subtleties and complexities of practice to get 
murderers off or to delay their punishment un- 
til all deterrent effect that it might have is dis- 
sipated, if they will turn their attention to re- 
forming the processes of criminal courts for 
greater strength, simplicity, common sense and 
promptitude, they may get somewhere and make 
a crime-ridden community their debtors.” But 
we more directly strike at the root of the evil 
and prevent murder by the prohibition of easy 
practices by which murderous weapons can be 
secured. In a more thoughtful editorial on 
armed criminals the London Times, under date 
of August 26, 1922, takes occasion to say that 
“the people cannot afford to shut their eyes to 
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the fact that the crime ef sheoting with intent 
to kill is becoming increasingly common.” A 
reference is made to “the murderous gangs 
that infest race courses in many parts of the 
country” as “another glaring instance of the 
disregard for the sanctity of life which has 
grown up since the war.” The Times editorial 
concludes with the suggestion that “the only 
effective deterrent is the knowledge that if they 
are caught with arms in their possession, 
whether they use them or not, they will, with- 
out any possibility of escape, be treated with 
the utmost rigor of the law,” and attention is 
called to the Fire-Arms Act of 1920 and the 
Explosive Substances Act, 1883, under which 
“anyone found in possession of fire-arms with 
intent to endanger life may be sent to penal 
servitude for twenty years.’ Unfortunately, 
up to the present there has been a mistaken 
tendency to undue leniency imposed under these 
acts, but it is said “if every motor thief and 
burglar and violent criminal knew that if he 
was caught with a revolver on him he would in- 
fallibly go to penal servitude for at least ten 
years, he would leave his revolver at home.” 
What we need in this country is a fire-arms act 
corresponding to the English law and the Sulli- 
van law of the State of New York. Fire-arms 
in the possession of those not trained to shoot 
to kil! are more often a menace to human life 
than a protection, but there is no escape from 
the conclusion that the indiscriminate sale of 
revolvers is primarily the cause of the enormous 
extent to which murder prevails in this country, 
and to its increasing rate of frequency which 
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is a scandal upon our police control and judicial ‘ 
administration. 4 

Life insurance companies pay heavily in 
premature losses because of murderous Practices, 
which it is the primary function of the State to 
reduce to the lowest possible minimum. At the 
present time murder prevails in this country 
to an unheard-of extent in the experience a 
civilized mankind. As long as newspapers cant 
widely advertise the fact that murder can be 
done without serious risk of detection or puns! 
ishment, murder will be encouraged and ‘be. 
come still more frequent than is at present the 
As long as murder cases are featured - 
and made to arouse the latent criminal passion | 
on the part 6f the weak-minded, or those with 
criminal intent, murder will continue to jn! 
crease. Finally, moving pictures and detective 
stories add to an already serious situation by 
plainly displaying criminal methods and the ease. 
with which the more intelligent criminal type 
can hide the consequences of its nefarious deeds, 
The subject is not one for platitudes, but of the 
very first consideration to the Nation and the: 
States, which can enact more drastic legislation! 
and provide the proper procedure and adequate. 
penalties that would at least stem the tide tov 
wards an even larger harvest of the murderotg! 
element. At present the evil flaunts itself igu 
the face of decency with the assurance that the 
factors of safety are largely on its side. 4 
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—T. W. Blackburn, secretary of the American Lif 
Convention, is representing his organiation in New 








York this week. 



























THE 
GLOBE 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR 1921 


Gain in interest income over last five years................ 1300% 
Gain in income over last five years.............-000seeeee 590% 
Gain in admitted assets over last five years..............-. 503% 
Gain in Insurance in force over last five years.............. 250°% 
Average gain over last five years...........00--esseeeeeees 661% 


The above figures are the results of the highest grade of service 
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By Dr. E. K. Strong, Jr. 
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PRICE, $4.25 Delivered 


Selling Life Insurance 
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PRICE, $3.75 Delivered 


Meeting Objections 
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Claims Paid By Telegraph 
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Miscellaneous Insurance 








—_————— 
Convention of Insurance 
Commissioners 

(Continued from page 3) 

" suggested that laws be framed and avenues of 
’ business opened to provide for these. The con- 
© yersion of mutual insurance companies to stock 
© companies was strongly denounced, while the 
’ matters of false statements made by insurance 
P agents and the investment by insurance com- 
panies of a portion of their funds in foreign 
securities were indefinitely postponed. The con- 
yention adopted the report as read and the 
"business before the house went on. 


National 


THE DoNALDSON BILL 


After some discussion of the report of the 
committee on laws and legislation the main 
feature of the morning session of the convention 
was reached. This was a bill, drafted by In- 
surance Commissioner Thomas B. Donaldson of 
Pennsylvania, assisted by the National Associa- 
tion of Insurance Agents, the provisions of 
which were in brief as follows: The definition 
of what an insurance agent is, a requirement 
concerning agents’ notification to the State Com- 
missioner of their intention to sell insurance in 
any State, a provision whereby an examination 
of the agent’s fitness to sell such insurance shall 
be demanded at the hands of the State Insurance 
Commissioner or persons appointed by him, and 
a statute making it unlawful for any agent to 
sell insurance who has not complied with the 
provisions of the bill. Power is also given the 
Insurance Commissioner to revoke an agent’s 
license for sufficient cause. Commissioner 
Donaldson, who himself introduced the bill, 
said that the aim was to protect the public by 
seeing to it that the agents selling insurance 
were competent to do so and were individually 
so licensed. The measure was not a strict rul- 
ing such as might be enforceable in one State 
but not in another, but was rather, insisted Mr. 
Donaldson, elastic in its provisions and would 
prove workable throughout the country so long 
as it was adapted to fit the necessities of the 
different States. Pennsylvania has already 
proved the feasibility of this, pointed out the 
author of the proposal, by the establishment of 
an Insurance Advisory Board with power to 
carry out the examination of insurance agents 
and decide upon their training and ability. Full 
latitude is given the agent and the insurance 
company, the drafter of the bill believing that 
the right ones to advise in this matter are the 
insurance companies themselves. After a ques- 
tion by Insurance Commissioner Bruce T. 
Bullion of Arkansas regarding the applicability 
of the measure to all States and some slight ob- 
jections by Commissioner H. O. Fishback of 
Washington on the ground that individuals 
rather than companies were benefited, Insurance 
Commissioner Stacey W. Wade of North Caro- 
lina moved that the bill be adopted for further 
legislation and that 300 copies be at once made 
and distributed for perusal in the United States. 


Francis R. Stopparp, Jr, oN CHILD 
INSURANCE 
The last speaker before the morning session 
of the convention was one whose position in 


insurance affairs has been unique in that per- 
haps more legislation and controversy has come 
to his personal attention than to that of any 
other Commissioner's office in the United States. 
This is due partly to the fact that most of the 
large insurance companies in this country have 
either home or branch headquarters in New 
York fact that the 
vested in the Insruance Commissioner of this 
State have been greatly increased during the 
past few years. Addressing the gathering on 
the matter of acquisition costs, Mr. Stoddard 
told the members that he had held a meeting 
of most of the large insurance companies at his 
office in order to consider this and that about 


and also to the powers 


forty casualty companies were in favor of the 
amendment; while of the great opposition ex- 


pected, only three were against it. This item 


PLATT WHITMAN 


President, The National Convention of 
Insurance Commissioners 


was referred to a special committee which the 
New York Commissioner recommended be 
formed for the purpose and be composed of not 
less than five members. The convention was 
plainly relieved at this action, as it has been 
supposed that strife over the matter might 
develop should it be brought up in open dis- 
cussion. Continuing with the ideas he had to 
present, Mr. Stoddard that he had re- 
ceived letters from three of the large life in- 


said 


surance companies, namely, the Metropolitan 
Life of New York, the Prudential of New 
Jersey, and the John Hancock of Massachusetts 
regarding amendments for limiting child life 
insurance. The speaker said that only New 
York, New Jersey, Colorado and Nebraska at 
present limit child insurance and that he felt 
this was a subject which was of vital interest 
to each of the forty-eight States and should be 
brought to their attention if this had not already 
been done. The matter was important and all 
of the insurance commissioners should be given 
the opportunity to act upon it, intimated the 
New Yorker, and the final outcome was that a 
special committee was given charge of this 
phase of the situation. A letter on insurance 
taxation which had been received by Mr. Stod- 
(Continued on page 31) 
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FEDERATION MEETING 


William G. Wilsen Becomes New 


President 


POWERS OF STATE FEDERATIONS 
LIMITED 


Extracts from Address of Secretary John 
T. Hutchinson 

Dispatch marked the initial session of the 
annual convention of the Insurance Federation 
of America at the Hotel Astor, New York, 
December 5. 

Itarly in the meeting, while the committee on 
resolutions was momentarily delayed in bring- 
ing in its report, Phillip S. Powers, presiding, 
called for the election of officers for the new 
vear. The usual formal nominations were fol- 
lowed immediately by election to the presidency 
of William G. Wilson of Cleveland, Ohio: vice- 
president, George W. Carter, Detroit, Mich.; 
secretary, John T. Hutchinson, Detroit, Mich., 
and treasurer, William G. Curtis, Detroit, Mich., 
the last three succeeding themselves in office. 
The advisory committee of the past year was re- 
elected, as fcllows: William BroSmith, Hart- 
ford, Conn.; David Van Schaach, Hartford, 
Conn., and John B. Morton, Philadelphia, Pa. 

Phillip S. Powers steps from the Federation 
presidency to a trusteeship. Other new mem- 
bers elected to the board are M. E. Jewett, 
New York city; T. B. Levison, San Francisco; 
George W. Pangborn, Indianapolis, and Spencer 
Welton, Baltimore. 

Among the committee reports, that of the 
advisory counsel, delivered by William Bro- 
Smith, cited an auspicious outlook built up by 
the exemplary co-operation in essentials dis- 
played throughout the organization. 

J. W. Henry, for the committee on resolu- 
tions, read the following proposal, which, after 
some discussion, was passed by vote of mem- 
hers present: 

Whereas, The number of the State Federations have 
hecome so many and cover such a wide territory, ex- 
tending from California to Maine, and from Canada to 
Mexico, and, 

Whereas, The object of the Federation is to cement 
the friendships between the several lines of insurance, 
and to present a solid front for the defense of our 
husiness, and, 

Whereas, It is vitally necessary that all State Feder- 
ations follow a uniform policy in their attitude on all 
auestions; now. therefore, to co-ordinate the actions of 
all the State Federations, 

3e It Resolved, First, that the general secretary of 
the Insurance Federation of America prepare and fur- 
nish to the several State Federation secretaries proper 


blanks on which all proposed actions involving the 


endorsement ocr promotion of or opposition to any 
measure, or the expenditure of Federation funds, may 
he reported to national headquarters, and through them 
acted upon by the advisory committee of the Insurance 
Federation of America. Said advisory committee is to 
consider each question in its full relation to the whole 
feld of insurance. 

Second, a State Federation shall not 
legislative measure until after such measure shall have 


support any 


leen approved by the advisory committee of the Insur- 
ance Federation of America. 

Third, a State Federation shall not oppose any legis- 
lative measure other than one for the establishment 
or maintenance of State insurance until after such op- 
position shall have been approved by the advisory com- 


(Continued on page 34) 
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Life Salesmen now contemplating a change: 








ALABAMA 
Lon W. Long, Mgr. 
803-4 Amer. Trust Bldg. 
Birmingham, Ala. 


ARKANSAS 
E. A. Stanley, Mgr. 
539 Donaghey Bldg. 
Little Rock, Ark. 


FLORIDA (North & East) 
R. F. Valentine, Mgr. 
P. O. Box 274. 
Jacksonville, Fla. 


FLORIDA (Southwest) 
W.E. Hand, Mgr. 
105 Van Huss Bldg. 
Lakeland, Fla. 


GEORGIA 
P. R. Stovall, Mgr. 
Candler Bldg. 
Atlanta, Ga. 


ILLINOIS 
Wolfle-Steffelin Co., Mgrs. 
Adams Building, 
Chicago, Il. 
Swarm & Brosseau, Mgrs. 
553 Standard Life Bldg. 
Decatur, IIl. 


IOWA 


A. L. Stein Company, Inc., Mgrs. 


319 Warnock Bldg. 
W. C. Hirst, Mgr. 
Box 233, 

Waterloo, Iowa. 


KANSAS (Central) 
Culp & Flick, Mgrs. 
306 Winne Bldg. 
Wichita, Kan. 


MICHIGAN 
H. H. Mair, Mgr. 
1226 Majestic Bldg. 
Detroit, Mich. 


MINN., NO. & SO. DAK. 
H. J. C. Hirschmann, Mgr. 
219 Metropolitan Bank Bldg. 
Minneapolis, Minn. 
MISSISSIPPI 


W. D. Ratliff, Mer. 
Jackson, Miss. 


W. MO., E. KAN. 
E. J. Spencer, Mgr. 
1405 Waldheim Bldg. 
Kansas City, Mo. 


1 
Our Agency Plan 




















proved ability in life insurance selling! 
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THE GocD SALESMAN KEEPS HIS POLICY HOLDER FULLY INSURED 
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y Plangt 1923 are ready. We have good territory reserved for men of 
selling vestigate Our proposition; it’s worth while. 








NO. CAR. & E. SO. CAR. 


S. B. Woody, Mgr. 
Greensboro, N. Car. 
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OHIO 
John W. Northrup, Mgr. 
512 Chamber of Commerce Bldg. 
Columbus, Ohio. 


OKLAHOMA 
Clifton Ratliff, Mgr. 
630 Security Bldg. 
Oklahoma City, Okla. 


PENNSYLVANIA 
T. M. Paisley, Mgr. 
No. 2 Cohn Blark, 
Kane, Pa. 
S. C. Reichard, Mgr. 
37 Laning Bldg. 
Wilkes Barre, Pa. 
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SOUTH CAROLINA (West) 


J. F. Quzts, Jr., Mgr. 

205, 207, 210, 212 American 
Bank Bldg. 

Greenwood, S. Car. 
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TENNESSEE 


Jas. A. Ballentine, Mgr. 
413 Brownlow Bldg. 
Knoxville, Tenn. 

E. F. Shofner, Mgr. 
Fayetteville, Tenn. 

R. A. Henry, Mgr. 

827 Stahlman Bldg. 
Nashville, Tenn. 
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TEXAS 


H. C. Cook, Mgr. 
Waxahachie, Texas. 


a 
Y E. F. Phillips, Mgr. 
: Wwe P. O. Box 527, 
SS SS Dallas, Texas. 
rn T. J. Murphy, Mgr. 
403-4 Reynolds Bldg. 
Ft. Worth, Texas. 


VIRGINIA 
Southern Finance Co., Mgrs. 
: City Hall Bldg. 
GIVE YOUR BOY THE RIGHT START ess RESERVE LOAN LIFE EDUCATIONAL Bristol, Va. 
POLICY WILL SEND HIM TO THE FRONT DOOR WEST VIRGINIA 


C. J. Stewart, Mgr. 
200 Charles Ave. 
Morgantown, W. Va. 
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F. L. TRAVIS’ NEW JOB 


Will 





Manage Million Dollar Fire 


Company 





TAKING KANSAS DEPARTMENT MEN 
WITH HIM 





Commonwealth Fire and Marine Will Be 
Largest of its Class in Kansas 


TopEKA, Kan., December 4.—Frank L. 
Travis, Kansas Superintendent of Insurance, is 
going into the fire insurance business when he 
retires from office early in January. That be- 
came known this week following the incorpora- 
tion of the Commonwealth Fire and Marine In- 
surance Company of Kansas City, Kan., a week 
ago. Mr. Travis has always declared more 
or less complete ignorance about this new com- 
pany, which has a capital of $1,000,000 and 
almost unlimited powers for the writing of fire 
insurance and all the other lines which ordinary 
fire companies are able to write. 

Mr. Travis is the real promoter of the com- 
pany, although his name does not appear among 
the list of stockholders or the directors. One 
of the examiners of the department, W. S. 
McClintock, lawyer, of Kansas City, Mo., and 
two of Mr. McClintock’s office men appear as 
the directors of the company. But Mr. Travis 
will be the managing officer of the company and 
its chief driving force when he gets out of 
office. 

The new insurance company has a capitaliza- 
tion of $1,000,000 and is the largest fire com- 
pany to be incorporated in Kansas. The stock 
selling campaign has not been put under way 
and it is asserted that the company will issue 
only a small part of its authorized capital at 
the present time and will issue additional cap- 
ital as this may be necessary. 


Sterling Fire Appoints New York Agents 


The Sterling Fire Insurance Company of In- 


dianapolis has appointed Crehore & Richard- . 


son as its agents for New York city. This 
local agency firm has been formed by Austen 
B. Crehore and F. F. Richardson. George F. 
Murphy, who has been associated with Mr. 
Crehore, is also connected with the firm. Of- 
fices have been opened on the ground floor at 
110 William street. 


ber of companies. In addition to the Sterling 
Fire of Indianapolis, they now serve New 
Brunswick Fire of New Brunswick, as binding 
agents. They already represented the North 
American National of Des Moines, Ia., for the 
metropolitan territory. They are automobile 
agents for the Citizens of St. Louis, Mo., and 
New Jersey agents for that company, the Co- 
lumbia Fire and the National Reserve of 
Dubuque, Ia. For the New York suburban 
territory they are general agents for the British 
America, Toronto; County Fire, Philadelphia; 
Detroit Fire and Marine, Detroit; Michigan 
lire and Marine, Detroit; New Brunswick Fire, 
New Brunswick; North American National, 
Des Moines; State, of Liverpool and Union of 
Paris. 


COMMITTEE ON LAWS AND LEGISLA- 
TION 

Commissioners Hold Hearing 

on Pending Subjects 


insurance 


On Monday afternoon the committee on laws 
and legislation of the National Convention cf 
Insurance Commissioners held a hearing at 
the Hotel Astor, New York, upon several 
topics still pending. 

O. B. Ryon, general counsel for the National 
Board of Fire Underwriters, urged the com- 
missioners to recommend in States where such 
a law is not now in effect, an amendment fix- 
ing the final date for filing annual statements 
of fire and casualty companies as March 1. 

T. W. Blackburn, secretary of the 
Life Convention, offered an amendment making 
that date apply to all insurance companies; and 
after Mr. Ryon had promised promptness for 
the fire companies, if the law was so amended, 
the commissioners voted in favor of such ac- 
tion. 

A representative of mutual companies fa- 
vored legislation to prohibit the transformation 
of mutuals into stock companies, asserting that 
such action is only permitted in two States. As 
to this he was corrected by several commis- 
sioners. 

Colonel Button, Commissioner 
characterized the conversion of mutuals 
stock companies as reprehensible, stating that 
such conversion was generally a grab game, 
division of surplus among 


of Virginia, 
into 


amounting to a 


American ‘' 


W. E. McCULLOUGH RESIGNS FROM 
QUEEN 
F. P. Hamilton New Western Manager— 
Other Promotions Announced 


W. E. McCullough, manager of the Western 
department of the Queen Insurance Company 
in Chicago, has tendered his resignation to the 
directors of the organization and has announced 
his intention of abandoning business tempo- 
rarily in order to recuperate from a state of ji! 
health which has been existent for some time. 
The resignation was accepted and, because of 
his long and faithful service, the company has 
made it possible for him to carry out his plans. 

In order to fill the created vacancy, the ap- 
pointment of Vice-President Frederick P. 
Hamilton as Western manager has been an- 
nounced. Mr. Hamilton succeeds to the posi- 
tion through recognition earned during his 
eighteen years’ service with the Queen, in which 
time he has been successively general agent, 
secretary, vice-president and director. He will 
maintain the position of director as well as 
carry on his duties as general manager of the 
Western office. 

Other appointments made by the Queen with- 
in its ranks are those of Sigourney F. Nininger, 
general agent, to the post of secretary; Frank 
E. Jenkins, secretary, to be second vice-presi- 
dent, and those of John L. Collins and Wil- 


liam H. Sutton as genera! agents. 


GUARDIAN FIRE TO LIQUIDATE 


Business Will Be Taken Over by Another 
Company 

Satt Lake City, Uran, November 29.—In 
a short time the Guardian Fire Insurance Com- 
pany of Salt Lake City will be no more. The 
stockholders have voted to liquidate and the 
business will be taken over by another company. 
The Guardian was organized ten years ago by 
some of the strongest financial men in the State 
and for a time appeared to be doing well. From 
the first it was managed by the Agency Com- 
pany, the officers of which were interested in 
its organization, and the contract between the 
company and its managers had always given 
rise to criticism from State insurance officials 
and examiners. All employees of the company, 
with the exception of the man who handled the 
securities, were hired and paid by the managers, 
Company. 








Crehore & Richardson represent a large num- __ officers. the Agency 
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M. J. AVERBECK, Chairman of the Board 


te 


. Head Office: 709 Sixth Avenue, New York 


Organized 1859 


i NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 


Losses paid since organization over 54 millions. 


| DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


C. H. COATES, President # 





LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 








Automobile 
Tornado Windstorm 
Rent and Rental Values ' 
Explosion and Riot i 
Use and Occupancy i 
Sprinkler Leakage i 


INSURANCE ISSUED : 
Fire 
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MAN IN HIS HOME TOWN. _ THINK IT OVER! 
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Cc. BARDWELL, President 
sou NO OR Vice-President 
we arty DER, Vice-President 
R. MEYER, Vice-President 
vicToR ‘a MILLER, Secretary 
GEO. M oF Asst. Secretary 
CHAS. AVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R.A. TI IMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 


ASSETS 

Mestenan Loans. . .....-. $66,000 
Bonds. Pe 
Stocks. . sai-esle'serai 6 dh:6/ 670 0:03h erate OR 
Cash. . cnc eelnncase pean 
Agents Balances............-. 82,536 
Interest en ere 
Other Assets. . caceeiee cee, ieageae 

$1,002,702 

LIABILITIES 
Unearned Prem. Reserve...... $432,147 
Unadjusted Losses. . seiwo: DPN boe 
Other Liabilities. . icos Gb,Oee 
Capital Stock.. "$200, 000.00 
Net Surplus.... 177,845.00 

Surplus to Policyholders Fees eh afar 377,845 

$1,002,702 

Results Since January 1, 1922 

Increase in Assets............ $66,309 
Increase in Reserve. . - 103,071 
Decrease in surplus..... 66,940 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 

Surplus to Policy 
Holders....... 1,450,401 

Assets..... 3,509,765 











COMMISSIONERS DINED 


New York Pond of Blue Goose Holds 
Dinner 








PLATT WHITMAN A SPEAKER 





Well-Attended Banquet Held at Aldine 
Club—Initiation Follows 

The New York Pond of the Ancient and 
Honorable Order of the Blue Goose held its 
first function of the present season in the shape 
of a dinner, at which a number of the insurance 
commissioners, now in New York to atend the 
mid-winter meeting of the National Convention 
of Insurance Commissioners, were guests of 
honor. 

The dinner was held Monday evening at the 
Aldine Club and was attended by several hun- 
dred members of a pond now numbering well 
over a thousand ganders. P. E. Brown, most 
loyal gander, introduced W. V. A. Keeler as the 
toastmaster, who introduced as speakers, in 
turn, Platt Whitman, Insurance Commissioner 
of Wisconsin, and president of the National 
Convention of Insurance Commissioners; J. 
Victor Barry, fourth vice-president of the 
Metropolitan Life Insurance Company, and O. 
B. Ryon, general counsel of the National Board 
of Fire Underwriters. 

Mr. Whitman and Mr. Ryon both spoke of 
the possibilities for good in the Order of the 
Blue Goose, and the former extended the greet- 
ing and well wishes of the organization of 
which he is president. Mr. Barry produced, as 
was expected and desired, wit of high order. 

Following the regular speeches, Commissioner 
F. R. Stoddard, Jr., of New York, J. T. Kelty 
of Vermont. and C. W. Hobbs of Massa- 
chusetts were each introduced and spoke briefly. 
C. M. Cartwright of the National Underwriters 
was another extra-program speaker. 

Immediately following the speaking, an initia- 
tion ceremony was conducted for the benefit of 
a flock of about twenty-five goslings. 

The next gathering of the pond will be next 
month, when a flight to Philadelphia will be 
made. The exact date has not been determined. 


Legislative Sessions in 1923 
The National Board of Fire Underwriters, 
by its committee on laws, has prepared a list 
showing the opening dates of the legislative 
sessions in forty-three States which will be con- 
vened during 1923: 








a Jan. 9 New Hampshire..Jan. 3 
Axvvtns: 2523.4. csam 3S New Jersey......Jan. 9 
Arkansas «0... fame. 8 New Mexico..... Jan. 9 
California. .......jJan. 8 Rew. Vettes. .<:. Jan. 3 
c rere aa North Carolina...Jan. 
Connecticut .....Jan. 3 Nosth Dakota....Jan. 2 
Delaware ..<.<<- Jan. 3 ER Jan. 1 
Florida .........Apr. 3 Otis re eee 
ee Jun. 27 fe eee er Jan. 8 
Peas. nhc «sta tore jan. § Pennsylvania ....Jan. 2 
HGS Seon Tan. 3 Rhode Island....Jan. 2 
eS ae Jan. 4 South Carolina...Jan. 9 
DS 5 ks weesawns Jan. 8 South Dakota....Jahn. 9 
So reese Jan. 9 Tennessee. .....<-Jan. 1 
I aera adic ae Jan. 3 go Freres Tan. 9 
Massachusetts ...Jan. 3 (3,7 neers See Jan. 8 
Michigan Jan. 3 Vermont ....... Jan. $3 
Minnesota Jan. 2 Washington ......Jan. 3 
Missouri ... Pe fs ae West Virginia....Jan. 9 
Montana ........Jan. 1 Wisconsin ......Jan. 10 
Nebraska ....... Jan. 2 Wyoming .......Jan. 9 
NOUS 3s. 654-060-062 Jan. 15 


The Congress of the United States will also 
be in session. 


National Convention of Insurance 
Commissioners 
(Continued from page 27) 
dard from the 7Ztna Company was referred to 
the taxation committee for necessary action. * 


Turis CoNVENTION A Busy ONE 

There can be no doubt of the fact that the 
present convention will be given the considera- 
tion of much important iegislation during its 
sessions at the Hotel Astor and some stormy 
discussions are looked forward to. The meet- 
ing of the morning showed that while the be- 
ginning of the conclave of State Insurance 
Commissioners might be apparently calm, the 
material for dissension prior to final, universal 
agreement was there. It is an evident fact that 
each of the commissioners attending the gather- 
ing is there for the purpose of seeing to it that 
the public is protected at any cost and that at 
the same time the rights of insurance com- 
panies in the matters at hand are not overlooked. 
After Commissioner Stoddard had finished his 
recommendations, a meeting of the laws and 
legislation committee was announced to take 
place upon adjournment of the session, and this 
in turn to be followed by a meeting of the sub- 
committee on marine insurance. The motion 
to adjourn was then made and the morning 
session ended with the resalve to convene again 
at two-thirty in the afternoon. 

The convention resumed its session early on 
Tuesday afternoon, and the first business in 
hand was a report of the laws and legislation 
committee by the chairman, Burton Mansfield 





Jesarace Company 


69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


Capital........ $1,000,000.00 
a . 7,518,599.03 
Liabilities... .. 4,877,687 .25 


Net Surplus to 
Policyholders. 2,640,911.78 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
ee Dept. 
E. A. Morrell, S. 205 Walnut Place, Phila. 
ata New Jersey 
Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E. 17thSt.. Bklyn 
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CRUM & FORSTER 


. GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 








United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. ¥. | 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, Nex. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


F. M. GUND, Mgr. Western Dept. 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
Freeport, Illinois 


San Francisco, California 














RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1838 
FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January 1, 1922 
ca rh ir ricoh 6s Cede ah ene $2,256,915 
ei he 9 ih hdl) w ndetinta caie e 1,601,036 


Net Surplus........ $655,879 
W. B. MEIKLE, President and General Manager. 


5.6. SS) 6 6S @) 0-6 6.8: ©. Blew. 








NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton 4 ve.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


W. 2. RAY, Special Agent 
Terre Haute, Ind. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Miun. 











Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 














GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 














eee ceident 


FIRE AND LIFE 






ae RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS, 
PHILADELPHIA 


UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH UIUILLIAM ST“ EET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAc 4478 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANGE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, . $2,840,571 
auues to Policyholders, $4,090,571 





WSTERN DEPARTMENT 
JOHN N KAY, Vice-Pr NBAL BASSETT, V.P, and Mgr. 
ice-Fres. 
. H. HASSIN' GER Sec’y W. T. BASSETT, Ass’t Manager 


" EASTERN DEPARTMENT 
D. H. DUNHAM, President 














NEWARK, N. J. CHICAGO, ILL. 


i en GENERAL CASUALTY 
: and SURETY INSURANCE 


‘Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CasUALTY &SURETY CO. 


ELMER_H. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 
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of Connecticut. The committee reported favor- 
ably upon the suggestions of the Life Conven- 
tion regarding the amendment of the incon- 
stability law so that policies including in- 
demnity for accidental death and other acci- 
dent indemnity would be included within the 
sope of the legislation on the subject. A reso- 
lution calling for the presentation of the amend- 
ment to the various legislatures was adopted. 

The same committee reported favorably 
upon an amendment to present laws which 
would make it a misdemeanor for any officer, 
director or employee of a fraternal society or 
other co-operative insuror to receive any com- 
pensation whatsoever in connection with merger 
or reinsurance deals. The law as recommended 
would require the heads of concerns involved 
to submit an affidavit to the Insurance Depart- 
ment stating that no such compensation had 
been given or received before official approval 
could be given. 

Platt Whitman announced the membership 
of the committee on casualty business practices 
as follows: Francis R. Stoddard, H. O. Fish- 
back, C. W. Hobbs, Joseph Button, W. B. 
Young, B. W. Gearhart and Thomas B. Don- 
aldson. 

This committee held a hearing Wednesday 
morning following the regular session. 

On motion of Commissioner Stacey W. Wade 
the convention adjourned at three-thirty until 
Wednesday morning. 


ARKANSAS COURT RULING 


Unlicensed Cover Law Not Constitutional 

On December 4 the Arkansas Supreme Court 
handed down the ruling that in placing a five 
per cent tax on gross premiums paid for insur- 
ance on real estate within the State to insurance 
companies not licensed to do business in Arkan- 
sas, the State was not acting within its con- 
stitutional rights. The appeal of the St. Louis 
Compress Cotton Company from decisions ren- 
dered in the lower courts was upheld. This 
company had taken insurance out on properties 
in the State with companies not licensed to 
transact such business in Arkansas because the 
rates obtained in this way were fifteen per cent 
lower than those in companies in the State. 
The Supreme Court ruled that the effect of the 
five per cent tax imposed by the State Legisla- 
ture was to tax business done in another State. 








--Topeka fire insurance agents may organize an 
underwriters’ association. There has been some talk 
ot this movement for some time. 











FIRE INSURANCE TOPICS 











full swing. 


NEW YORK SURVEYS 


Is it Permanent?—For the first nine 
months of 1920 the fire loss in the United States 
totaled $233,000,000. For 1921, $249,000,000, 
and for 1922, $292,000,000. This is a little more 
than $250,000,000 on an average. Is it reason- 
able to suppose that this is a permanent level ? 
It is. We make this statement without hesita- 
tion, because the United States is growing and 
a certain amount of increase in fire waste will 
come from that account, but we state it the 
more strongly because of the general lack of 
tone in regard to cleanliness, care of waste and 
interest in fire prevention. It seems regrettable 
that the waste should be put and maintained at 
so high a level; but it is there, and it is well to 
recognize it. 

It Takes Lloyds to Do It.—It is a well- 
known fact that the Chinaman does not like 
to be buried out of his own country, and there- 
fore quite frequently their bodies are returned 
to China for burial. In a recent case where 
several bodies were being returned from Boston 
to Hong Kong insurance covering the cost of 
shipment was desired, and Lloyds did it. 


The Point of View.—Recently we noticed 
a report by a business man of his inspection of 
a fire headquarters, and noted with pleasure his 
interest in regard to the manner of receiving 
and handling fire alarms; his final conclusion 
was that a visit to such a place would have the 
effect of quieting the nerves of those whose 
property was not insured. We do not wish to 
suggest, but the thought comes up that those 
who are insured would not desire to have the 
department quite so active. 


The Insurance Institute of America— 
Practically all of the societies, members of the 
Institute, now have their winter programs in 
It is the sincere wish of those who 
are actively interested in this movement that 
not 250 students will take the examinations next 
May, but that at least 500 will do so, and the 
prospects for that increase are fairly good. 


The Insurance Society of New York.— 
The Insurance Society is going steadily on its 
way and carrying a large burden of work with 
its five Institute courses, one side-line course, 


and the four special courses dealing with loss ; 
adjustments. In the case of the latter, the first 
one was set for December 5, but this proved 


. to be so busy a week in New York city, espe- 


cially in dinners, that it was postponed until 
December 14, and will be held on that date. 

As to Business.—The general impression 
is that business is of a firmer footing as to 
premiums, but, unfortunately, also as to losses. 
There is rather substantial agreement that while 
there was a decrease in losses for a while, they 
appear to have started up again. As an illustra- 
tion of the difficulty of handling with profit the 
clothing trade, it has been remarked by one 
underwriter that not merely the contents prove 
to be unprofitable but it was a question whether 
the buildings in which clothing manufacturing 
predominated were any longer profitable at the 
going rate. 


BOSTON AND VICINITY 

Violators of Building Laws.—<As a result 
of the activities of Assistant Corporation Coun- 
sel Leo Schwartz against offenders of the fire 
escape laws, many building owners have been 
summoned to court since August, and in ninety 
per cent of the pending cases fire escapes have 
been or are being built. 

Appointed Special for Hartford Fire. 
Malcolm G. Wright, recently appointed special 
agent of the Hartford Fire and special agent 
of the North British and Mercantile, was given 
a surprise dinner by his associates by reason 
of his resignation from the office of Kimball, 
Gilman & Co. to assume his new duties. 

Union of Canton Agent.—-The Union of 
Canton has announced the appointment of 
Joseph C. McCormick as New England agent, 
with headquarters at Boston. Mr. McCormick 
was formerly special agent of the Niagara Fire 
in Northern New Jersey. 

Broker Establishes Branch Office.—Fred 
C. Church, prominent insurance broker of 
Lowell, Mass., has established a Boston branch 
office at 141 Milk street, under the manager- 
ship of his son, Fred C. Church, Jr. 


’ 





—Thomas Watters, Jr., of Des Moines, well-known 
insurance lawyer, is in town. 
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Showing a stack 
of 4 roller trans- 
fer cases with X- 
ray enlargement 


FOUR SIZES: 


Bill of rollers at one 

side of drawer. 
Cap The Sanitary 
Letter Base is optional. 
Ledger 


Steel Transfer Cases at the Price of Wood 


These Art Metal steel transfer cases are no higher in cost than a wooden case 
yet they offer all the protection for your records that only steel can give. 


Each case has a capacity for 5,300 sheets. Four sizes—for letters, bills, legal 
size papers, and for oversize ledger sheets. The ledger size is carried only 
with roller action drawers. All other sizes with or without rollers, as desired. 


Write the nearest office for de- 
tails and unusually low prices 


re (Natal 


JAMESTOWN, NEW YORK 
‘STEEL OFFICE EQUIPMENT, SAFES and FILES 


New York Showroom, 369 Broadway Chicago, 434 South Wabash Avenue. 
Boston, 69 Federal Street 





Branch Offices and Agencies in all principal cities 
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Federation Meets 

(Continued from page 27) 
mittee of the Insurance Federation of America. Before 
any action for or against any legislative measure shal] 
he taken by any State Federation, a copy of the measure 
shail be, if possible, forwarded to the secretary of the 
Insurance Federation of America for the use of the 
zdvisory committee. 

President Powers made only a brief address 
of welcome, leaving the message to members 
up to John T. Hutchinson, secretary, extracts 
from whose address follow: 

Were it possible for your secretary to hand you a 
complete report of all of the activities of all of the 
State Federations and of the national body during the 
past year, it would take more time in the telling than 
the day affords. 

ederations in many States have been in action with. 
out a stop, and the central body has been equally ac- 
tive. How well each charter unit has done its work 
and how fully it has co-operated with the corporation 
a careful survey will testify. 

As you already know, and will hear further before 
the close of these sessions, great advancement has been 
made during the year in constructive endeavor. In 
the carrying out of the vital educational features of the 
Federation movement, we have a never-ending road to 
travel, but, as we check back over the eight mile-stones 
we have passed since beginning, seem far ahead of 
our years in actual accomplishment. Not only have we 
grown to be the largest organization of insurance men 
in the country, but we also have gone farther ahead 
each year than during the previous year. This fact 
offers the best evidence that those who founded the 
Federation movement appreciated the need for such an 
activity and that they and others résponsible for its 
guidance since then have unswervingly held to the 
program as set forth in its charter and by-laws. With 
« strict adherence to these principles, the Federation 
movement must continue to grow and to become of 
more and more value as the years come and go—at 
least so long as our present private and co-operative 
systems of insurance endure. 

When socialism prevails and the private dollar has 
ieen destroyed—when these things come to pass, then 
the Federation will have nothing to do, since there 
will be nothing with which to do. 

According to what happened at the recent election, 
but a small percentage of those votes which accom- 
plished the defeat of some of the best men in public 
affairs were cast by those who incited the upset. In- 
deed, when one views the present situation he must 
conclude that the time is here for vigorous and con- 
certed action by every 100 per cent American, The 
average citizen is wont to find excuses for the things 
which happen, and the average insurance man comes 
in that class. Like the store-box and the corner grocery 
philosopher, the little insurance office philosopher, too, 
holds that, since our world’s activities are a series of 
cycles, just now the pendulum of events is swinging 
toward radicalism and that it will soon start on its 
hackward swing. Such deductions are mere bunk. 
We may not be in a pendulum year. Suppose, instead, 
we are aboard the socialistic merry-go-round, and the 
ging acting as engineer does not see fit to stop. 

But, anyway, whatever may be our present condition, 
perinit me to repeat, we have a job ahead if we wish to 
stay in the insurance business. This job by no means 
consists of merely blocking State insurance measures. 
When we are so well organized that the socialistic 
element of our country cannot sway the great common 
people to its support, then State insurance bills will 


receive scant consideration. 


INSURANCE INSTITUTE AND FEDERATION SESSION 


A joint session of the Insurance Institute 0! 
America and the Insurance Federation of New 
York State was held Tuesday afternoon. The 
feature of the session was an address by Thomas 
B. Donaldson, Insurance Commissioner of 
Pennsylvania, upon the “Advisory Board Plan. 
He described the inception and inauguration of 
the plan, and its successful operation in his 
State. (Continued on page 35) 
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a hier ee ’ HEARING ON CASUALTY Edson S. Lott, president of the United States 
Zz | RULES Casualty Company. 
COMMONWEALTH | ee At the close of the hearing Superintendent 
a. Before ; Superintendent F. R. Stoddard, Jr., Stoddard -announced that he would formally 
sure shall CASUALTY Listens to Objections present the rules to the National Convention of 
— ee Insurance Commissioners at the opening ses- 
nlp: = COMPANY BROKERS CLAIM DISCRIMINATION sion, Tuesday, December 5. 
thine <a sae States Fidelity and Guaranty Com- —_ Federation Meets 
members : si aes Against Adoption of Rules (Continued from previous page) 
extracts PHILADELPHIA’S OLDEST Casualty insurance officials manifested lively _ The local boards have done excellent work 
CASUALTY COMPANY interest in the hearing held last week by Francis be helping the department to license those qual- 
ad yous R. Stoddard, Jr., Superintendent of Insurance ified to be agents and in discriminating against 
all of the for New York, on the new rules governing those not so qualified. 
a ACCIDENT and HEALTH casualty acquisition costs. A large number of In order to sonene straightforward decisions, 
INSURANCE prominent men crowded the small room which members of advisory boards are duly appointed 
ee was the scene of the hearing, and all of them aS representatives of the Insurance Department. 
be AUTOMOBILE and TEAMS remained until long after five o’clock. Such boards assist also by aaa dis- 
- its work INSURANCE The two chief objectors to the rules were the puted loss claims and making recommendations 
brporation United States Fidelity and Guaranty Company as to what would be just treatment of the in- 
er be of Baltimore, on the one hand, and the repre- sured. 
has re NO OTHER LINES sentatives of the two brokers’ amoctaniodll of In country districts, in particular, the selec- 
avor. In BEST POLICIES Greater New York. The United States Fidelity tion of members of boards has resulted very 
sigh LOWEST RATES and Guaranty Company explained that it uses a _ satisfactorily. 
nile-stones araney direct reporting system, which will be entirely One branch of the work is helping those who 
ahead of wrecked by the sub-division of costs called for wish to enter the insurance business to secure 
am we UP-TO-THE MINUTE SERVICE in the new set of rules. proper education to qualify him. 
weg e WE SOLICIT YOUR BUSINESS The brokers made their objections to the re- Disagreeable situations are bound to arise, 
This fact duction of ccmmissions, which apply to prac- but the boards are rendering assistance in over- 
inded the tically all classes of business. Their representa- coming bad features in the business. 
dy Mi CONSTANTLY INCREASING tives claimed that they had been discriminated Mr. Donaldson then offered to answer ques- 
saa BUSINESS and FINANCIAL against when the rules were made up, and that _ tions put to him by delegates. 
vs. With STRENGTH agents had, on the other hand, been given special Advisory board work can be carried out with- 
“ederation favors. : out the co-operation of the Insurance Depart- 
spas Louis F. Butler, president of the Travelers ment, but much better with such co-operation. 
path ce Insurance Company, and chairman of the origi- Qualification of agents’ laws needs the aid of 
nal committee in charge of the drafting of the agents for their best effects. Mr. Donaldson 
lollar has new rules, was asked by the Superintendent to believes in going along in improving matters 
siege S O U T qi E R N make a statement covering the objections without laws, as far as possible using moral 
offered, and did so. He said that the direct  suasion. 
- election, reporting system of the United States Fidelity Members of advisory boards should be mem- 
h_accom- SURE oe i C O e and Guaranty had always been a stumbling bers of the federation, but this is not required. 
— block in the attempts at co-operative control Women are welcomed as members of such 
sip Home Office, Des Moines, lowa of expense among casualty companies, and that boards, and several are now serving. 
and con: every effort had been made to arrive at a com- “Does return of policies not wanted by a 
<i Semi-Annual Statement, 2 ane pies ba = weiss of —_— apine Bath. 40'e4 the eae rT 
Sere December 31. 1921 € cigs that — ces W ma C wd = essary Dy a —_— : NO, as constitutes ro : ery. 
© grocery ’ all! the companies in order to live up to the What is needed is courage to refuse to deal 
her, too. (Condensed from Statement to U.S. Treas. Dept.) agreement. with those transacting business along improper 
series of : Previous to Mr. Butler’s statement there was __ lines. 
— Acimitted Assets. . $6,007 ,996.00 some lively repartee between President Bland A company official, who at first feared the 
aaa ee 1,000,000.00 of the United States Fidelity and Guaranty and work of advisory boards would interfere with 
pe Surplus... .... 554,375.00 
aii Eleven Years of Steady Growth AMERICAN 
e wish to Prompt and Dependable Service 
no sone to Both Patraiis and Agents AUTOMOBILE 
measures. 
socialistic Cag a 
‘a a We Salita Wielhe- INSURANCE COMPANY 
ey and Plenty Bones Home Office, Pierce Building 
SEssiox Accident and Health ST. LOUIS 
itute of Plate Glass ° 
of New Workmen’s Compensation Chas. W. Disbrow, President 
on. The Employer's and General Liability 
_— Burglary and Automobile Insurance ‘All Kinds of Insurance 
. 9 
| Plan.” Let the Southern Serve You on Automobiles 
ation of 
in his _ 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


W. H. GOULD fey 
ACTUARY & EXAMINER 


SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 




















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance 4 ; Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 























J. L. MITCHELL 


le prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary money advanced on strictly private 


All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


flume-Mansur Bidg. 
Hubbell Building 


JAMES H. WASHBURN, F.A.I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, I i 
Group, Industrial and titent cae 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
mi-Tropical Business 
Cable Address: Gertract, New York 





165 BROADWAY :: NEW YORK CITY 


























New York 





3 Cedar St. 
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[SASUALTY INSURANCE 


JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 























Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 

















FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntasts 





THE BOURSE PHILADELPHIA 
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A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 

Associate Actuary — 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 

















MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 
ATLANTA, GA. 


502 Forsyth Bldg. 
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WOODWARD & FONDILLER 
Joseph H. Woodward, F. A. S. 
Richard Fondiller, 

Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
{0 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 

















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 





Marcus Gunn, Consulting Actuary 


— 
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Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on pe ormances—Weshow 
results, Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
Admiral ty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















Insurance Attorney 








Tel. Rittenhouse 2289-90. 


ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adhemane~5 it 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











the business, a year later admitted that it had 
been beneficial. 

A query as to the possible entrance of per- 
sonal feeling into advisory board work brought 
the response that nothing of that kind had ap- 
peared. 


As to possible opposition from home offices 
of companies, Mr. Donaldson said that some 
instances had occurred where incompetents had 
been named for agents’ licenses, but special 
agents are heartily in accord with the plan, as a 
rule. A company official, after talking with 
Commissioner Donaldson, stated that he had 
learned much about his own company’s methods 
The main thing, from 
the Insurance Department's viewpoint, is the ap- 
pointment of proper agents for giving good 
service to the public. The Pennsylvania depart- 
ment does not license foreigners who have not 
heen naturalized or at least taken out first 
papers, 


irom the conversation. 


As to the selection of insurance commission- 
ers, Mr. Donaldson advocated combined non- 
Partisan action of insurance men to ask the 
Governor to select one from a list of five names 
of qualified men. 

The State insurance departments must have 
backbone and courage, and offer constructive 
Criticism, 

Mr. Donaldson criticised the operation of 
State’ funds in general, as they offer no in- 
centive to the best service. 


Mutual Casualty Men Meet 

The annual meeting of the National Associa- 
tion of Mutual Casualty Companies was held 
at the Hotel Astor, New York city, on Decem- 
her 4 and 5. Twenty-two company members of 
the Association were represented at the meeting. 

President T. W. A. Fitzsimmons, of the 
Michigan Mutual Liability Company of Detroit, 
presided. The secretary's report showed that 
there are now thirty-two company members in 
the Association. 

The engineering committee submitted a re- 
pert upon the safety code 
which the Association is undertaking for floor 
and wall openings, railings and toeboards, tex- 
tiles and laundry. The engineering committee 
also reported upon the other safety code, in 
Association are taking 


progress of the 


which members of the 
an active interest. 

Matters relating to safety 
also relating to the making of workmen’s 
pensation rates were discussed. 

The following officers were elected to serve 
for the ensuing year: President, Charles E. 
Morrison, New York; first vice-president, John 
A. Gunn, Des Moines; second vice-president, 
T. J. Jacobs, Stevens Point, Wis.; third vice- 
president, J. Waldo Bond, Boston. 


engineering and 
com- 





Many /ieetings at New York 

This week has been a busy one in insurance 
circles in New York and great activity has cen- 
tered around the Hotel Astor. During the 
week meetings of the following organizations 
have been or are being held in New York, 
mostly at the Hotel Astor: Association of Life 
Insurance Presidents; National Convention of 
Insurance Commissioners; Insurance Federa- 
tion of America; Insurance Federation of New 
York State; Group Accident and Health Com- 
mittee; Casualty Information Clearing House; 
Compensation Carriers; Association of Life 
Insurance Counsel; New York Pond of the 
Blue Goose; also executive committee meet- 
ings of the National Association of Casualty 
and Surety Agents; National Association of 
Mutual Casualty companies, and the National 
Fraternal Congress. In addition there were 
meetings of several important committees of 
the National Board of Fire Underwriters. 


Clipping from Detroit Free Press 

Edson S. Lott, president of the United States 
Casualty Company, sends THE Spectator the 
following clipping from the Detroit Free Press: 

CapILLac, Micu., Oct. 5.—Actions of mutual 
fire insurance companies in trying to escape the 
payment of claims were scored severely here 
by Attorney A. W. Penney in an action to re- 
cover a loss for A. P. Hunt of Milwaukee 
county against the Flint Mutual Fire Insurance 
Company. The company had denied settlement 
of a policy and Hunt appealed to the company’s 
own board of arbitration, which awarded $4255 
to the plaintiff. 


Manager Bevan Sentenced 
Gerard L. Bevan, former active head of the 
City Equitable Fire of London, which made a 
disastrous failure, has been sentenced to ‘seven 
years’ penal servitude for his connection with 
that ill-fated institution. 
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NEW YORK INDEMNITY APPOINTS 


GENERAL MANAGER 
E. M. Linville Named Executive 

The New York Indemnity Company has an- 
nounced the appointment of E. M. Linville, 
former superintendent of agencies for the Ocean 
Accident and Guarantee, as vice-president and 
general manager, under its plan of writing gen- 
eral casualty business and workmen’s compensa- 
tion and liability. 

Mr. Linville comes to his new position well 
equipped for the work awaiting him for his 
twenty-three years’ experience in the casualty 
insurance business has given him a varied and 
useful knowledge. 

Entering this field of endeavor in Chicago 
with the legal department of the London Guar- 
antee and Accident Company, he made an ex- 
haustive study of insurance law and_ subse- 
quently entered the selling end of the business 
under Conklin, Price & Webb, general agents 
of the London Guarantee and Accident. Later 
he became assistant manager of this firm in 
Pennsylvania, having jurisdiction over the East- 
ern Pennsylvania, Southern New Jersey and 
Baltimore and Washington territories. Nine 
years after this step, Mr. Linville went to the 
Travelers Insurance, Boston, as assistant man- 
ager of the New England office, which posi- 
tion he relinquished in 1922 to become superin- 
tendent in the Ocean Guarantee and Accident. 
This last-named appointment he justified by 
effecting some splendid organization work, 
notably in the organization of the Ocean’s office 
on the Pacific coast, fom which he was recalled 
to take control of the compensation underwrit- 
ing department at the company’s home office in 
New York. 

The New York Indemnity was organized a 
year ago, with a capital of $250,000 and a sur- 
plus of $250,000, for the purpose of writing 
burglary and plate glass insurance in the New 
York territory. 


$200,000 CAPITAL INCREASE 


New York Plate Glass Issues New Shares 
at $25 Par 


A meeting of the directors of the New York 
Plate Glass Insurance Company, held on No- 
vember 30, provided that the capital of the 
company be increased from $300,000 to $500,- 
ooo and that the increase be effected by the 
transfer of $100,000 from the capital to the 
surplus account, and the declaration of a stock 
dividend of 33% per cent. An additional 
$100,00c will be added to the surplus fund by 
the issue to shareholders at a pro rata rate of 
$50 of 4000 shares having a par value of $25. 

When the new capitalization has been com- 
pleted the New York Plate Glass will show a 
surplus to policyholders in excess of $1,150,- 
000, with a premium income of about $1,200,- 
000 annually and total assets of more than $2,- 
000,000. A special meeting of the stockholders 
has been called for December 15, when the rec- 
ommendation of the directors will be voted on 
with regard to the $200,000 capital increase, and 
it is expected that the entire plan will have been 
put through by December 28. 
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GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 
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All Hail 
to the Foot- 
ball Champions 





The champion elevens are those that excelled in team- 
work. Star plays are made because every team mate is 
taking care of his man when the runner starts. 


The same principle holds in business. 


The goodly gains of The Lincoln National Life Insur- 
ance Company are due to every man in its organization 
giving his best licks for the advancement of its service 
ideals. Each field man knows that the Home Office is 
backing him by the most earnest co-operation when he 
starts out to tackle his prospects. The result is con- 
fidence and success. 


This championship spirit of loyal teamwork awaits 
all who 


(CINK uP (wi THE (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $225,000,000 in Force 






































A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 








PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


S 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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UNITED STATES BRANCH 


| 
| 110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 














' Marine 





WM. B. CLARK, President 


More than a Century of Service 


Fire Rental Value Tourists’ Baggage 

Use and Occupancy Salesmen’s Samples 
Automobile © Profits Transit Floaters 

Tornado Sprinkler*L eakage PNoiceyeete)oyt (a Mable) am Be-telste 
Rent Registered Mail Explosion 

Leasehold ~— Parcel Post ISG Coyame-bole Mm @>hial Grey enteetolateye! 


BOSSES Paid over. ear 000,000 

















CLEVELAND NATIONAL 
FIRE INSURANCE CoO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
ent co-operation between management and agents. 

With all the facilities it can extend hoe eae the CLEVELAND NATIONAL guar- 
a 4. seer of co-o oie to t 

F YO ANT THA D OF ‘COiurany YOU HAVE A PLACE IN YOUR 

AGENCY FOR THE CLEVELAND NATION 


ARCHIBALD a Sec.-Treas. and Manag. Underwriter. 











EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster i is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 























Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,592.997.95 


12.213.010.92 


42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 
owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 


GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Western Department 
bel dy ve H. SAGE, Gen’! Mer. 
LERCH, Manager 
73 West Monroe St., Chicago, Ill. 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Marine Department 


WM.H. McGEE & CO., Gen’l Agts 
15 William Street, New York City 
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Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 


Milwaukee and Cass Avenues, Detroit, Mich. 

















ST. LOUIS 


—the largest daily news- 
paper is educating its 
readers to see the ne- 
cessity of Insurance.... 
A very interesting, re- 
sultful campaign which 
is helping St. Louis 
agents to sell more in- 
surance of all kinds. 


—All due to the initi- 
ative of the 


@lobe-Democrat 


St. Louis’ Largest Daily 
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FIRE AUTOMOBILE MARINE 


rat HAMPTON ROADS 
FIRE «>» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HAROLD KNOx 
Secretary 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HENRY G. BARBEE 
President 











Whatever Your Question 


Be it the pronunciation of Bolsheviki 
or soviet, the spelling of a puzzling word 
—the meaning of blighty, fourth arm, 
etc., this Supreme Authority— 


Webster’s New International Dictionary 


contains an accurate, final answer... 400,000 Words, 2700 
Pages. 6000 Illustrations. Regular and India-Paper Editions. 


G. & C. Merriam Co., Springfield, Mass. 
Write for specimen pages, prices, etc., and FREE Pocket 








Maps if you name THE SPECTATOR. 











UBLICATIONS OF C. & E. LAYTON. 


_., The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORh 





SUCCESS IN LIFE INSURANCE 


comes to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 


licies. ‘ 
" The Great-West Life is the most successful Insurance Company in Canada simply because its eff- 


cient and economical management, high interest earnings and low death rate enable it to offer sound 


and attractive policies wherewith to equip its Agents. ow ‘ . 
We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office 
WINNIPEG CANADA 








KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Wichita, Kansas 





Home Offices 
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WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


% “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921............sseeeee $6,900,547 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc...........eseee0e 4,740,340 
Amount Added to the Insurance Reserve Funds............+ 2,121,307 
Net Interest Income from Investment............eseeceees 964, 
($642,638 in th of the amount required to maintain the 
Actual mentality experience 53.44% of the amount expected. 
ERGUMMG TN DONOR iee dc ccicccddacccccddcdecéqcevcosesatus $223,116,887 
RGUMRUEE BRS 6 5 sisi s si erciccnedicdaciaeitddeuscecsduniaus 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 





























P Re CE N i X ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION Fe 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 


AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease and every accident. 
Hi Libecal commission paid to live producers. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 
Cc. O. PAULEY, Sec’y. & Treas. 


Westminster Bldgs 
CHICAGO, ILL. 














CALE hoagie a COMPANY 
F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: 
CALEDONIAN BUILDING — Pine Street, N. Y. City 


ae ag H. POST, U. Manag 
R. > CHRISTOPHER, Aaa U. S. Manager 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 








Clarence J. Daly, President 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
DENVER, COLORADO 








Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 

4 HENRY P. BLAIR 

JOSEPH SANDERS 

a WILLIAM A. BENNETT 

, LLEN C. CLARK 

P GILBERT A. CLARE 


WASHINGTON, D. C. 


President ‘i ; 

Vice President 

2nd Vice President (Agency Supervisor) . 
Secretary 

Actuary 


Main Office, 816 14th Street, N. W., 














QuLRRoRr, "MISSISSIPPI, 








THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing al] the standard forms 
of policies. 


Good territory in Illinois still open. Will. 
be pleased to hear from anyone interested. 









































YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personalityfand hard work will 
receive a visible’reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 





Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one "ited 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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Incorporated 1882 


Joun C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas. 
J. HOWARD IGLEHART, Medical Director 











C. A. CRAIG, President 
W. R. WILLS, Vice-President 
T 


OF NASHVILLE, TENN. 


$150,000.00 





Admitted Assets, Jan. 1, 1922 
$3,207,539.00 





eo 
ig 
oS ieee 


INSURANCECO.| Jf Arte a 


Northern Life Building 
SEATTLE, U.S.A. 


RTH 


N. H. WHITE, 3rd Vice-President 
E. B. CRAIG, 4th Vice-President 
. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insurance Co. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


Deposited with Treasurer of Tennessee 


COMBINATION 


ONTRACTS 
62 IN 1” 
LIFE 
HEALTH 


ACCIDENT 
QNE OLICY 
REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 
Loss of Hends, Feet, 


Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 














‘A Good Book 


: yes 
ao > | Permanent Disability 
HOME OFFICE, SEATTLE, U.S.A. Benefits 


iti 
Reliable Representatives Wanted a = gos 


D. B. MORGAN 
President 








for Life Men-- 


“Life Icsurance and How to Sell It” 
Price, $1.00, Postpaid 








. **Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, In vestigate the Field, Policy Contracts, 
and Commussions of “The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


Otton States 


LIFE INSURANCE CO-semnis. 


— OLD LINE 


| of oy -V- -)-\ -)] oe 
74) a a) t-10)-)-0. Lol moo 


1 CONTRACT 
i TERRITORY| 
COMPANY! 

FOR GOOD MEN 


j GCBRooaABIins. Pres. CB Svoboda, Secy 
}HOME OFFICE: CEDAR RAPIDS, IOWA 





BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 























THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 
Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. ‘ 
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Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Insurance in Force—Over $165,000,000.00 


| ——_ an 


Large Strong 








Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 


Metropolitan Casualty Insurance Co. 


OF NEW YORK 
47 Cedar Street 


Home Office 
PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 




















Swvice ©“ Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 

PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 


PROSPECTS 
We are giving them to our salesmen at the 
rate of 


40,000 PER YEAR 


We Help Our Salesmen 


BANKERS LIFE COMPANY 


DES MOINES 


Established 1879 George Kuhns, Pres. 








GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 
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ITRACTIVE ; PURE LIFE 
NTRACTS for INSURANCE 
N OF ‘ABILITY PROTECTION 





THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 


} 27 
THE + 
LONDON & -{ 
} LANCASHIRE ) 


INSURANCE CO. New York Department: 


LTD, 57 and 59 William Street 


= oat abs 


A. G. McILWAINE, Jr., Manager 
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OUITABLE 


SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiairies $83,678,764 in 1921. Its Total 
Payments to Policyholders and beneficiairies since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholdersin 1921 were $18,745,639, and it has 
set aside $26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 

It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for 
personal medical examination. 

It has devised the Home Purchase Plan of insurance whereby a man.of moder- 
ate means can own his own home and pay for it conveniently whether he lives 
or dies. 

It has developed a programme for the education and training of its agents in 
the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
~~ Broadway, New York 

- A DAY, President 
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